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pctive Young Women 


Calfskin wins in a walk with on-the-go 
feminine feet. It possesses superlative 





smartness, sturdiness and pliancy. 


Admirable in appearance, calfskin 
is unfailingly easy to the stride. 


Tandrite Quality, Color, Finish and 
Durability make it the finest 
calfskin for “action” feet. 






“ARDYS” Sitepe-tu 


640 Last, Rolled edge, Square toe, Square Leather 
heel. Tandrite Calf, Color No. 1024 —a favorite among 
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Protests over unsatisfactory price ceilings continue to pour into OPA 
from shoe associations as well as individual manufacturers, and continue to be 
filed away as so much dead wood. OPA's alleged dilatory tactics, characterized 
as a "do nothing, let's wait and see attitude," are enough to try the patience 
of any shoe man, it is claimed, and it is not surprising that some members of 
the industry have implied that they would take the situation into their own 
hand if OPA did not act. 

Numerous meetings with industry representatives have left shoe men 
completely frustrated and resulted in many useless trips to Washington. 

Back of OPA'S indifference is the industry survey begun about a year 
ago to determine whether price increases were needed by the shoe manufacturers. 
OPA contends that the analysis of this survey must await reappraisal of certain 
factors brought about by the end of the war before any basis of action can be 
decided upon. 

Actually, an analysis of the survey proved the industry's contention 
that slight price increases are necessary if maximum production and employment 
are to be achieved, and for this reason the bright—boy economists in OPA are now 


trying to discredit the survey. 


























* * & * * 


The long delay in issuing the Department of Commerce's publication, 
"Establishing and Operating a Retail Shoe Business," is seriously jeopardizing 


any chance for success the book may have. 
Written by Ed Hahn, well known for his series of articles in Boot & 


Shoe Recorder, and designed to aid demobilized servicemen who might be inter- 
ested in operating retail shoe outlets, it was completed early this year but has 
not yet appeared in printed form. 














* *+ * * & 

Shoe rebuilding activities of the Quartermaster Corps will be discon- 
tinued, effective December 31, 1945, with the expiration of the present contract 
with the International Shoe Company. 

The third and final plant to be released for commercial production is 
the company's factory at Hannibal, Mo. Previously released were the Quincy, 
Ill., and Buford, Ga., plants. 

A total of more than 12,160,000 pairs of military type shoes will have 
been rebuilt in the 33 year period from July, 1942, when the program was inaugu- 
rated, through December, 1945. 

These were used primarily for troops in training in the United States 
and were exchangeable for new shoes before the men were sent overseas. 

Rebuilding operations brought about an average saving of $1.15 per 
pair, resulting in a total of about $13,978,000 in actual dollar savings over 
the cost for a like amount of new shoes that the Army would have had to buy if 
these shoes had not been reclaimed. 

Approximately 30,301,000 square feet of military quality upper leather 
was saved by the rebuilding process, at a time when such leather was a critical 


iten. 
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loive of the lab 


SAVE THE CHILDREN FEDERA- 
TION, a charitable enterprise or- 
ganized for welfare work among 
needy children here and abroad, is 
currently conducting a drive for 
clothing and shoes for children in 
the liberated countries of France, 
Belgium and Holland. In a letter to 
the Boot AND SHOE ReEcORDER, 
John Q. Tilson, treasurer of the or- 
ganization, described the great need 
of these children for shoes, and said: 


“After any grueling war there is 
a scarcity of shoes. In World War 
II, however, the ruthless policy of 
the enemy has resulted in abnormal 
destruction of the essentials of life. 
The need for sles among the chil- 
dren is indescribable. A prompt re- 
vival of education is essential in 
order that the peace may be estab- 
lished on a firm foundation. 

“Nicholas Lemtugov, the Direc- 
tor of our Overseas Department, 
who has just returned from Paris, 
where he had an opportunity to 
confer with the school authorities, 
reports that this Winter promises to 
be the blackest in many ways that 
Europe has ever known. Thousands 
of children in France will not be 
able to attend school for lack of 
physical essentials, particularly 
shoes. A report along similar lines 
comes from Dr. Howard E. Kersh- 
ner, our vice-chairman of overseas 
activities, who has recently been in 
Holland and is now in Belgium. 

“We are particularly interested in 
school children, seeking to sponsor, 


November |, 1945 


as we are, 1600 schools this Winter. 
All types of shoes can be used. In 
respect to sizes, the children range 
from kindergarten age to high 
school. The shoe trade has an un- 
precedented opportunity to help in 
relieving human distress and in con- 
serving child life. 

“Gifts of shoes should be sent to 
the Save the Children Federation 
Workroom, 8 Washington Place, 
New York 3, N. Y. We will appre- 
ciate it if in making gifts shoe com- 
panies will advise us by letter of the 
shipment. An official receipt will 


be sent to the donors.” 
* * 7 


THE Guild of Better Shoe Manu- 
facturers has received much com- 
mendation on the program it has 
adopted for five showings a year 
—with a view toward promotional 
timing and coordinating of shoes 


BIG 


Ispows, 


with the new apparel and acces- 
sories: In November (Nov. 5 
1945) the Spring Opening for Jan- 
uary and February retail selling; 
in January—Warm Weather Shoes 
—for March and April retail selling; 
in April—Advance Fall Opening— 
for June and July retail selling; in 
early June (or late May)—Fall 
Opening—for August, September 
and October retail selling; in Sep- 
tember—Advance Spring Opening 
—for November and December re- 
tail selling. 


* * 7 


IRVING E. GROSSMANN, sales 
manager of I. Miller & Sons, and 


vice-president of the Guild, says: 
“The Five Showings Yearly plan 
is the answer to a greater and more 
profitable business of fashion shoes 
in the better grades. If we want to 
be successful in business we must 
have in mind the ultimate consumer 
more than the convenience or habits 
of the retailer or manufacturer. 
“This new Guild plan of Five 
Showings Yearly differs greatly 
from the procedure of the average 





merchant during pre-war years. In 
itself it should result in greater 
gains and greater profits. Much has 
been said during the past year about 
balanced production and balanced 
distribution. We all like the feel of 
being kept busy twelve months a 
year. We like the absence or the re- 
duction of markdowns. We like the 
results of greater production per 
worker because we, as manufactur- 
ers, produce more shoes of a kind. 
“A purpose we hope to accom- 
plish is to time our presentations of 
shoe fashions so that they are as 
close as possible to the timing of 
apparel and other commodities that 
influence the sale of better shoes.” 


H. B. DELMAN, in discussing a 
specific merchandising calendar for 
the future when conditions are back 
to normal, says: “In November and 
December there will be fill-ins on 
September and October orders. In 
January and February which have 
been sale months, stores should get 
new stocks in early. This will also 
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give them a longer selling period. 
I believe that buyers should come to 
market as often as is possible and 
feasible. It can’t but work out sat- 
isfactorily for buyers to come to 
the market more often and to have 
closer contacts with their resources. 
This goes for now when buyers are 
hungry for merchandise and should 
go for.later too.” 





A BOUQUET 





—A well-known department store 
executive recently called on us at 
Recorder headquarters and in 
the course of conversation said: 
—"In our store we feel that every issue 

of the Boot and Shoe Recorder shows 
a distinct change for the better. It 
is our opinion that in the last two 
years your publication, in spite of 
wartime problems and difficulties, has 
taken some tremendous forward 
strides. Your Washington reports which 
‘have been so carefully edited and 
based om fact have been of immense 
help to the men in our shoe depart- 
ment as well as to our executives.” 

—"But don't forget," | said, in 
thanking him, “that it has taken 
over sixty years to make possible 
the strides which we have taken 
in the last two years—sixty, _ 
years of hard work—years of in- 
tense study of conditions in our 
own industry and in other indus- 
tries affecting ours—years of real 
desire actually to serve and not 
merely to flatter." 

—A big man once said: "It takes 
years of effort to make a success 
overnight." 


President 





CLARENCE B. LEVY, merchan- 
diser of the shoe departments of 
the Jacobson, Inc., specialty chains 
of Michigan, says: 

“Tl be pleased when rationing 
is lifted because of the relief from 
bookkeeping responsibility and the 
necessity for extra supervision in 
that department; but I realize that 
the problem ‘of shortage of mer- 
chandiée will continue. In order to 


meet it wé shall be obliged to ration 
our shoes to our customers until 
such time as we have sufficient mer- 
chandise to permit them to buy as 


many pairs as they want.” 
* +. o 


ROBERT LEVY, head of Robert’s 
Men’s Store in Salinas, Calif., is 
convinced that the retailers’ biggest 
job in the early post-war period is 
getting the service men supplied 
with the civilian clothes he wants 
as quickly as possible. He says: 

“We've all heard the stories cir- 
culating about that service men are 
finding it impossible to buy suits 
without going into the $100 bracket 
or better. And that it is similarly 
hard to find accessories and foot- 
wear except in the very top price 
lines. Consequently, most of our 
stock has been earmarked for in- 
fantry dischargees coming from 
Fort Ord and other large separation 
centers near Salinas—and we will 
sell to civilians only where there is 
a real necessity. 

“The word has apparently gotten 
around that we are trying to get the 
discharged soldier fitted in proper 
footwear first and the apparent ap- 
preciation of the idea has been most 
pleasant. 

“Of course, it is true that most 
service men are buying all of the 
quartermaster lowcuts. obtainable 
for wear in civilian life—some such 
ex-G.I.’s going home with six and 
eight pairs of them—but it is also 














true that every dischargee wants at 
least one new pair of sport or dress 
shoes to wear with his first suit or 
sport outfit. He usually chooses 
them from among the better lines 
available. 

“We will continue to earmark 
most of each shipment of shoes for 
this purpose as long as we have men 
being discharged—and keep civil. 
ian customers happy by simply ex. 


plaining that we owe our soldier 
customers far more than the right 
to first priority on a pair of new 


shoes.” 
- 7 * 


W. E. ECTON of Ecton’s Smart 
Footwear, Oklahoma City, Okla., 
says he has learned an important 
thing during this war’s rationing 
problems: 

“When I get back into the regu- 
iar way of doing business, I- am 
going to make my purchases twelve 
months during the year instead of 
the way we did in pre-war days— 
Spring and Fall buying. Choose 
our own purchases for each and 
every month and stay on a quality 
basis. I intend to buy sixty to 
ninety days in advance. I think 
that’s the only way ® do it!” 








LACE TO BE 
SOLD BY THE 
YARD 
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After Rationing, What? 


DISCONTINUANCE of shoe rationing, which Wash- 
ington dispatches have for weeks been reporting as 
imminent, will virtually mark the end of wartime regu- 
lation, so far as the retail branch of the shoe business 
is concerned, save in the area of price control, where 
the provisions of MPR 580 will doubtless continue for 
some time to be operative. It will restore to the retail 
shoe merchant, who alone among the distributors of 
wearing apparel has been required to conduct his busi- 
ness under a rationing system, the same degree of free- 
dom of operation that retailers of clothing and other 
apparel items have enjoyed throughout the war. 

Shoe rationing, as everyone in the trade will well 
remember, came like a bolt from the blue on Sunday 
afternoon, Feb. 7, 1943, when it was announced by 
radio in the form of a statement by the then Director 
of Economic Stabilization, James F. Byrnes. Aside 
from the price controls, it was the first wartime regu- 
lation at the retail level, and although the possibility 
of shoe rationing had been the subject of considerable 
discussion in the trade and in the government, the sud- 
den announcement that it was an accomplished fact 
was received with feelings little short of consternation. 

After that first shock, however, the entire shoe trade 
rose manfully to the occasion and gave full compiiance 
to the letter and the spirit of the law. Retailers every- 
where accepted rationing in a patriotic spirit and co- 
operated wholeheartedly with OPA, which was charged 
with the responsibility of administering the regulation. 
As a result of their cooperation shoe rationing proved 
successful in accomplishing its purpose of helping to 
make available to the armed services the shoes and 
' other footwear they required, while utilizing whatever 
remained of leather, manpower and productive capacity 
to the best advantage in supplying footwear on an 
equitable basis to the civilian population. 

Once an industry has become accustomed to operation 
under government controls, it adjusts itself to the 
necessities of such a system, and the end of shoe ration- 
ing will probably cause almost as much consternation 
in some segments of the trade as did the announcement 
of the original rationing order. Ever since it came to 
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be common knowledge that the continuance of this con- 
trol would be of relatively short duration, there has 
been a marked divergence of opinion as to when would 
be the best time to lift it with a minimum of loss and 
inconvenience to the shoe trade and possible injury to 
the public interest. 

Lower price groups, particularly the chain stores, 
favored the return to free selling, the sooner the better. 
Naturally they would take this view, since they had felt 
from the beginning that rationing operated to their 
disadvantage. Some independent merchants and depart- 
ment store buyers also wanted to see rationing dis- 
continued on the general principle that they were against 
government regulations in peacetime. Policy of national 
shoe trade associations has generally supported the view 
that the trade would benefit, in the long run, from a 
return to free enterprise. 

On the other hand, a large number of independent 
shoe merchants and department store buyers have felt 
that rationing should be continued until such time as 
retail stocks and shoes in process of manufacture, or in 
the pipelines from factory to store, could be built up to 
the point where they could reasonably handle a sudden 
rush of buying. This feeling has been based on two 
considerations. First was fear of many independent 
stores that an end to rationing will make the non-rationed 
types of shoes less desirable in the eyes of customers 
and consequently less valuable as merchandise. Sec- 
ond was the belief that discontinuance of rationing 
while stocks are inadequate to meet consumer demand 
will result in all sorts of new problems, difficulties and 
embarrassments because of the inability of stores to 
supply many of the styles and types of shoes customers 
will wish to buy when they are no longer required to 


surrender ration stamps. 
The viewpoint of the War Production Board, where 


the final decision in these matters rests, is based on con- 
siderations of broad national policy and not primarily 
on the interest of the ‘trade or any section of it. It has 
been known for some time that the WPB attitude was 
in favor of discontinuance of shoe rationing as soon as 

[TURN TO PAGE 94, PLEASE] 
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Something new in an all-purpose 
shoe for beach, garden, cabana, 
hostess and Summer or resort eve- 
ning wear. Made of hand-woven 
sisal fibre by native Haitian shoe- 
makers, using American lasts on an 
18/8 heel. Dyed in vivid and pastel 
colors to co-ordinate with resort 
and Summer 1946 ready-to-wear 
colors. Handbags made to match. 
Play-Abouts by Toni Gay. 


For a Winter vacation in the sun, 
side-wrapped stripes in a backless 
dress of Everfast poplin pencilled 
with black on a background of 
grey, pink and green. The waist- 
line is rounded in back with full- 


ness in the center of the skirt. 


HIS first post-war Winter resort season isn’t 

going to see your shelves lined in the way 

that you would like to see them filled with 
white and high colors in dressy to casual types. 
Your stocks are going to be low . . . certainly 
compared with the demand . . . and there’s no 
getting around that fact. So—even if and when 
rationing is lifted . . . you may expect to do a 
good bit of self-imposed rationing. All the more 
reason, then, for you to know which one or two 
shoe styles will best round out your customer’s 
wardrobe as she heads south. As a minimum, it 
should include one pair of casuals and one pair 
to double for more formal daytime clothes. Her 
choice of actual styles will, of course, depend on 
the kind of clothes in her resort wardrobe and 
her last Summer’s shoes still good enough to fill 
in any gaps. 

In the very casual group of shoes for the new 
season, sandals have a strong place. The thong 
sandal has great style appeal. Fresh looking 
are other types of sandals, too, after their partial 
or total wartime eclipse. For the very feminine 

[TURN TO PAGE 83, PLEASE] 





Minimum of leather with 
maximum of style is repre 
sented in this thong sandal 
suitable for many informal 
resort costumes. Note hoy 
narrow the strap is at th 
point where comfort betwee 
the toes is needed. A Romnie 
from Cobbler. 


Back from the wars the all-leather tan 
and white spectator, a natural with 
classic spectator sports clothes. 
Shown here on 11/8 heel and plat- 
form sole. Stripped of all tradi- 
tional stitching, pinking and 
perforations in Crik-Etts’ 
highly individual version. 


~ Headin 
Youth... 


Combining leather with 
butcher linen, attractive two- 
tone wedge heel sling 

pump, new line from 
Springstep. de 
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Smart many- 
purpose shoe \this 
new sling pump ‘on 
18/8 heel. Shown 


here in white suede * 


with fabric platform. 
Miller & Bergmann. 


Left. “Salome Sandal,” wearable 

with a wide range of informal re- 

sort costumes. Note the double 

platform and the way in which 

the upper is slotted into the sole. 
From Eileen Casuals. 


Right. Designed to wear with shorts, 
cottons and patio clothes, “Judy,” 
this new casual of gabardine 
with jute-covered wedge and 


jute sole, is one of a series 


from Rope-Craft. 


Front strap sandal with — 
perennial style appeal 
in casuals such as this 
attractive red shoe with | 
laminated wedge. A Hi- ° 
Larks from Pli-Mode. 


Left. Back in the style picture with 
fresh interest is the leather casual san- 
dal in luggage tan, suitable for wear 
with so many casual cottons and ging- 
hams. From Fulton Leather Goods. 
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A SHOUT of triumph, and hundreds dash forward. 
Sighs of ecstasy. Yep, you guessed it. NYLONS! 

The old-fashioned shopper who asks for a pair of 
rayons is pushed aside by the well-known horse laugh 
of fashion. Don’t you know nylons are back? Rayons 
are passé, but definitely. They’re making nylons, do 
you hear? And we want them. No ifs, no whys, and 
no buts. 

But such dreams of peace production must give us 
pause. 

Let them shout for their nylons if they want to, but 
there will come a time, and maybe it will be Christmas 
time, when they will come timidly a-tip-toeing into 
your store to beg for just one little pair of—no, not 
nylon. You know—rayon! And probably they won’t 


get that either. ‘Cause there’s going to be mighty little 
left to get. 

Sure, the war’s over. Sure, du Pont has released 
loads and loads of nylon. Sure, they’re being made, 
and right now, too. Sure, they’re going to be sold, and 
probably before Christmas. Then why all the talk of 
shortages? Well... let’s take a peek behind the scenes. 

Let’s scurry down Madison Avenue, and fly along 
Fifth, and go up and up in the Empire State Building. 
Listen carefully, the manufacturers have something to 
say. 

“Yes, we have our nylon yarn. We have 30 and 40 
denier, and 70 for the welts. And we're weaving them 
right now. We expect to ship them sometime in Novem- 
ber or December, though some of us are holding out 
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Answer Is Yes, Sometime This 
Month or Next, or Possibly About 
the First of Year. But First Ship- 
ments Won't Even Begin to Supply 
the Demand, and the Rayon Out- 


look Isn't Too Promising, Either. 


| until the first of the year. You see, we don’t want to 
) send them out until we’ve built up some sort of a stock, 
because we want to be fair and supply all sur accounts 


) at the same time. 


“However, the first shipment we make won’t be any- 
where near enough to supply the tremendous demand. 
And it will be a slow process—getting back to full pro- 
duction so every woman can have all the nylons she 
wants. She'll just have to be patient for the next few 
months.” 

So that takes care of nylons. If one of your customers 
is lucky enough to jump the gun on her next door 
neighbor and get one of your bright new precious pairs, 
she'll be a happy woman. And if she’s not lucky, why, 
she’ll just have to look for rayons. 

Ah, but there’s the rub. You see, after September 30, 
rayon producers were no longer required by the Gov- 
ernment to supply hosiery mills with their yarn, and 
most of the mills, reconverting to nylons, didn’t want 
the rayon anyway, so . . . no more rayon, or very 
little, except for what is already in the market. 

It’s a glum picture for hosiery departments and 
glummer still for the women who, all through the war, 
dreamed beautiful dreams of nylon, but there’s nothing 
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Nylons, or Not? 


“Step right up ladies. Get your lovely, sheer, 

water resistant’. . . NYLONS! Sorry, madam, 

we're selling them only to Army and Navy nurses 

Sorry, lieutenant, only one pair to a cus- 

tomer.” Scene at Lord and Taylor during sale 
of 1200 pair of nylon hose. 


to be done about it. So let’s shelve it for the time being 
and discuss nylons in general. 

Though a large number of manufacturers and dis- 
tributors have urged the ‘War Production Board to con- 
trol the first distribution of nylons, at the time of writ- 
ing there seems to be no hope at all for any preventive 
measures to avoid a stampede at the stores receiving 
nylons first. « 

Already, sporadic sales of nylons in various parts of 
the country, including several New York stores, have 
given the ravenous public an erroneous impression of 
the availability of the yarn. Most of the sales, however, 
were releases of pre-war stock, and “new” nylons won't 
leave the mills until sometime this month or next. Only 
a few manufacturers will ship in November, the major- 
ity sending their stock during December, and a few 
holding over until after Christmas for their initial de- 
livery. But shipments will most likely be made on a 
competitive basis, everyone trying not to be the very 
last dog to wag its tail. 

The quality of the yarn will be the same as before 
the war; no better, no worse, but increasing demands 
have made manufacturers length conscious. So new 

[TURN TO PAGE 94, PLEASE] 
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It MUST Not Happen Again 





BUYING POWER IN THE LAST DECADE 


GRAPHS BASED ON STATISTICS OF 
U. S$. DEPA®TMENTS OF COMMERCE AND LABOR 








The accompanying article is the third and last 
of @ series reviewing the economic trends in 
the shoe industry since the end of World War | 

















LATE in Novemer of 1932, a New Orleans retailer ad- 
vertised what he called, probbaly truthfully and cer- 
tainly aptly, a “Suicide Sale”—800 pairs of women’s 
shoes at 99 cents a pair—“values up to $8.” 

While the turn of any economic tide is impossible to 
date with exactness, it seems probable that this comes 
close to having been the last of a drearily long series of 
price slashes which, begun with good reason in early 
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1930, by late 1931 had reached panic proportions—an . 
unreasoning and sometimes unnecessary stampede to get 
out from under, no matter what the cost. 

Weight is lent this theory by the fact that in Boor 
AND SHOE Recorper’s issue of Dec. 10 of that year 
(1932), a feature speaker at the annual meeting of the 
National Boot and Shoe Manufacturers’ Association, 
was reported as saying that while the shoe trade’s 
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The Panic of the Early Thirties, Succeeded by an 
Era of Spotty Prosperity, Taught the Shoe Industry 
That Shoddy Shoes Are a Poor Substitute for Stand- 
ard Merchandise at Fair Prices Even When Buying 
Power of the Consuming Public Is at a Low Ebb. 


by OWEN A. THOMAS 


troubles are “far from behind us,” nevertheless the buy- 
ing public is “becoming wise to shoddy merchandise 
and especially to shoddy shoes.” 

He declared, further, that price cuts had gone beyond 
all reason; that the industry was allowing itself to be 
dominated by a low-price complex; that shoe manufac- 
turers and retailers both were in better shape economi- 
cally as the result of the “elimination of extravagant 
merchandising practices, cutting of costs and reduction 
of inventories.” 

“The public,” he said, “is now more susceptible to ad- 
vertising which stresses value and quality.” 

One month later—in January, 1933—another and 
equally prominent trade leader declared: 

“Merchants are using ‘tinsel’ merchandise for ammu- 
nition in the battle of bargains and are attempting to 
hold up their volume by appealing to the depression 
pocketbooks of the army of buyers. The effect has been 
disappointing and the consequences are defeating every 
constructive policy the merchant class has attempted to 
put over in the last decade. 

“The only cure for the contagious disease is adher- 
ence to a policy of ‘standard merchandise’ only. The 

_most economical shoes today are the medium and bet- 
ter grades, successful merchants find. While these 
classes are as good as ever in quality, their prices have 
been drastically reduced and the retailer can serve his 
trade with real bargains that are a cliallenge to the false 
parade now in progress. 

“Recovery will be very slow but it will come if mer- 
chants and manufacturers work in sane, well-correlated 
fashion to meet business conditions as they exist—not as 
they are desired.” 

With this as its philosophy the shoe trade finally man- 
aged to rid itself of its panic thinking and acquired the 
courage once again to advertise quality materials and 
honestly made footwear, though at prices, it is true, 
which in some cases were close to 50 per cent less than 
those which had prevailed in the “boom” year of 1929. 
As early as January, 1932, to cite a typical case, a mid- 
West manufacturer of men’s high-grade shoes, in adver- 
tising his Spring line, commented that his prices were 
more than 23 per cent below the already-decreased 
prices which had prevailed five months before. 


Long before that announcement he had made his 
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plans to give the public what it was then obvious the 
public needed—quality footwear at a reasonable price. 
Having achieved the necessary reduction in costs which, 
incidentally, did not include a reduction in the base pay 
received by his factory workers, he went to the entire 
merchant-world with his story. Scores of others fol- 
lowed his example. 

The partial recovery which then ensued, however, cer- 
tainly followed the gradual increase in the national in- 
come revealed in one of the graphs used to illustrate this 
final article in a series of three. 

As measured by figures compiled by the U. S. Depart- 
ment of Commerce, national income was slightly lower 
in 1933 than in 1932. The first year to show a continu- 
ous increase in buying power, as expressed in terms of 
national income, was 1934, during which year all factors 
which go to make up the total rose to $49,500,000,000. 
The two years which followed were even better and the 
peak, at the end of 1937, was $71,500,000,000. There 
was a secondary depression, as we all remember, in 
1938, and the national income slipped off to $64,200,- 
000,000. Employment, as shown by the employment in- 
dex, fell somewhat farther than did national income, the 
latter being buoyed by the considerably higher prices 
then prevailing for farm products. 

By this time, however, the shoe and leather industries 
had learned their lesson and faced the facts with low 
inventories, honest values and prices which had not been 
inflated to the extent that they had been in 1929. Never- 
theless, it was hard going for many during that year. 
Back files of Boot anp SHoe Recorper reveal that with 
the exception of a few of the mid-West cities such as 
Detroit and Cleveland, urban merchants found business 
poor, while those in the farm belt were doing a better 
business than they had enjoyed for at least 10 years. 


This, in the cities, at least, was known as the era of 
“profitless prosperity.” It was not until the end of 1939, 
by which time national income was 43 per cent above 
the 1934 level, and employment was up 17 per cent, that 
any real progress was noted by the trade as a whole, and 
this progress was not sufficient to justify general and 
substantial price increases until 1940 and 1941, by the 
end of which latter year the national income had in- 
creased 73 per cent from the 1934 level, and the employ- 
ment index of the United States Department of Labor 
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GUILD HOUSE 
)pens 
In Boston 


Miss Verne Clarke, speaking over station W COP, tells 

the Boston public the facts behind the opening of 

Guild House. Programs were carried also over sta- 
tions WNAC and WADH. 





SPONSORED by I. Miller & Sons, Inc., The Guild 
House of Boston—the store of tomorrow, the modern 
interpretation of the shoe and accessory store—opened 
for business recently. The new shop is owned and 
operated by a special organization created by Harry 
Scheft who also operates, throughout the New England 
states, twenty-seven leased departments and stores. 

The Guild House of Boston is located on Tremont 
and West Streets, facing the Boston Common; a fitting 
setting for this unusual store of quality merchandise. 
An old building on that site has been completely reno- 
vated for this new shop of two floors, with its unusual 
modern glass front. 

Through the original Guild House of Boston it is 
hoped to inspire additional branches in other cities, as 
well as departments in specialty and department stores 
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Above: Irving E. Grossmann, general sales 
manager of I. Miller & Sons, Inc., speak- 
ing at a meeting of the selling staff. This 
regular event helps the salespeople in 
selling fashion, presenting merchandise, 
proper fitting and tieing in accessories. 


Left: George Miller, president of I. Miller 
& Sons, Inc., addressing members of the 
press at the opening of Guild House for 
the press. Seated. left to right: Miss Clarke; 
Maurice Miller, Harry Scheft. 





Exterior of the new Guild House on Tremont and West Streets, Boston. Notice 
the all-glass front on this completely remodeled two-story building. 


Shoes and Co-ordinated Accessories Are Carried in This Ultra- 

Modern Store in an Effort to Fill the Prevailing Need of Cus- 

tomers for More Specialization and Service on Better Shoes 
and Related Accessory Merchandise. 


that will be built to house specialization on better shoes, 
apparel and accessories, according to Irving Grossmann, 
general sales manager of I. Miller & Sons, Inc. 

The present Guild House store contains two stories, 
but provisions have been made for expansion should 
additional commodities be requested by the consumers 
who come to that shop. Three-fourths of the main floor 
will be devoted to accessories such as bags, hosiery, 
gloves, costume jewelry and other items that are found 
necessary to service the clientele. Branded lines of 
better accessories will be featured. 

In addition to the main floor accessory department, 
there will be a second coordinated accessory depart- 
ment on the second floor, adjoining the I. Miller Salon, 
featuring bags and other accessories that are directly 
coordinated with shoes. > 

In the rear of the main floor will be a separate depart- 
ment devoted to casual, country and sweater-and-skirt 
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shoes. The second floor will house the I. Miller Salon 
where street, dress and formal shoes will be carried. 
This department will make available a complete line 
of quality shoes under one brand and for all street and 
dress shoe occasions. 

A unique feature of this store is the use of the Guild 
House name—although for shoes, the I. Miller product 
will be used exclusively. In expounding the merchan- 
dising principles for this change, Mr. Grossmann stated 
that the name of Guild House was developed to indicate 
a new type of service on better merchandise rather than 
mainly on shoes, and to give accessories and other items 
that would attract the quality clientele a greater latitude 
for volume and for brand strength. It is anticipated 
that volume on accessories in due time will be as great 
or greater than the volume on shoes. 


I. Miller shoes will also be sold in Boston by Conrad's, 
[TURN TO PAGE 92, PLEASE] 
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No matter how men. choose to st 


their leisure hours—indoors or out, ° 


at home or away, energy taxin’ or: ey 


just relaxin’—Winthrop’s new 
In-’n-Outer is ready to see em through, 


Built for comfort, designed with 
Winthrop’s famous “eye for style”, 
_ the slip-lasted In-’n-Outer is a new- 
comer to the fashion scene that’s 


2 ‘a. cinch to play a strong “supporting 


role” whenever leisure “stars”. 


ee Winthrop salesme 
: are now on the re 
with In-’n-Outel 


spring. If you'd like 
call, drop us a lim 








: "November |, 1945 


‘4 


The shoe department at Stuckey’s is circular in shape, with much stock space afforded by the 
curving walls. The mural, which depicts the history of the city, is above the stock space. 


# Historic Mural Helps Sell Men's Shoes 


The Men's Shoe Department at Stuckey's, Rock- 
ford, Ill., Has Many Regular Customers Who Came 
to Look at the Decoration but Remained to Buy. 


' A MURAL painting, 38 feet long 


and four feet, three inches high, de- 
picting in episodes the history of 
Rockford, Ill., adorns the graceful 
and beautiful circular shoe depart- 
ment in Stuckey’s clothing store, 121 
N. Main St., in Rockford. “Almost 
every day people come into the 
store just to see the painting, and, 
incidentally, get acquainted with 
our modern men’s shoe department,” 
says Ray Carlson, manager. 

The picture, done in sepia, is the 
work of a Chicago artist, Martin K. 


Ziegner. Before starting work on 
the mural, Mr. Ziegner spent some 
time delving into the history of the 
city. His painting shows the vari- 
ous periods in the city’s develop- 
ment from the days of the first 
settler, a fur trader whose wife was 
an Indian, to a conception of the 
city of the future. The work was 
completed in the artist’s Chicago 
studio, brought to Rockford in sec- 
tions and sealed in the circular wall 
enclosure. After it was installed, 
Mr. Ziegner painted in highlights 






and shading suited to the lighting 
of the room. 

Open stock is carried in eight 
sections, arranged in octagon fash- 
ion against the back of the depart- 
ment. This arrangement provides 
room for about 100 more shoe 
boxes than a department of equal 
size with square corners. The curved 
lines of the department are soft, im- 
parting distinction to the merchan- 
dise. There is space for about 750 
pairs of shoes in open stock and an 
additional 1300 in the stockroom 
just behind the department. 

Since the completion of this mod- 
ernized shoe shop last December, 
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Neattle Store's Department 
Appeals to Young Folks 


Nordstrom's University Section Store Has Its 
Children's Shoe Section Designed for the Young 


A SEPARATE and complete chil- 
dren’s fitting room, decorated to ap- 
peal specifically to childhood fancies, 
has been winning new friends recently 
— both adults and children — for 
Nordstrom’s University District Shoe 
Store at 4339 University Way, Seattle, 
Wash. 


Three imagination provoking mu- 
rals and a merry-go-round easily 
visible from the street, prove an at- 
traction difficult for passersby to re- 
sist. The theme is further carried out 
by arm rests carved in the shape of 
animal heads on a wooden fitting 
bench. 


Emphasizing its status as an indi- 


Customers It Serves. 


A Merry-go-round, Mu- 


rals Depicting Childhood Scenes, Make This a 
Place Where Young Folk Enjoy Shoe Fittings 


vidual department, the room is acces- 
sible from the street by a separate 
entrance. Inside, an opening about 
ten feet across connects it with the 
store’s main fitting room. Shelving for 
stock is located in the back of the 
room, with an open doorway leading 
to a separate stockroom for children’s 
shoes in the rear. 

The brand names of shoes sold by 
the firm are unobtrusively but dis- 
tinctly worked into the decorating 
scheme. Wooden letters blending with 
the cream background and pastel 
colors of the murals spell out the 


names on the walls depicting child- 
hood scenes. 

The feature which attracts the most 
attention is the merry-go-round. De- 
signed for children six years old or 
younger, it is built almost entirely of 
wood, decorated in red and cream. 
Youngsters reach its raised fitting 
platform, accommodating six, by 
means of a ladder. 

It serves a strictly utilitarian pur- 
pose as well, T. K. Mead, store man- 
ager and designer of the room, ex- 
plains. As well as easing the strain 
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The children’s shoe section at Nordstrom’s. T. K. Mead manager 
and designer of the section, is standing near merry-go-round. 
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BUSINESS BOOMING IN 
NEW YORK 


BUSINESS is still booming in New 
York, with sales increasing to a point 
where receipts in several stores and 
departments are almost 50 per cent 
above last year’s October figures. 

Stocks are dwindling so rapidly 
that one buyer for a Fifth Avenue 
high style store is bewailing the fact 
that he is “being sold out of business.” 
There seems to be little hope on the 
part of retailers that the situation will 
ease up before the Spring because 
manufacturers are still one to three 
months behind in deliveries. Those 
stores which do manage to replenish 
their stocks regularly still cannot 
meet the growing demand of the foot- 
wear-hungry consumer. 

Black suede is still the biggest 
thing afoot here and will be the main 
promotion item for the Spring as well. 
Sling pumps continue supreme in the 
style parade, and platforms, with and 
without nail headed decoration, still 
claim the fancy of a large part of the 
consuming public. Flat heeled shoes, 
especially the Shank’s Mare type, are 
still in very great demand. 

Fabric footwear, other than casuals, 
has been on the decline since the first 
hint of the end of rationing. Women 
apparently are anxious to get away 
from the non-rationed look of the fab- 
rics and are shying away from gabar- 
dine, and its like, even when it carries 
a leather sole. One volume store buy- 
er predicted that gabardines will, 
however, come back to a comfortable 
position in the market later on when 
shoes in general become more plen- 
tiful. 

The lack of children’s shoes is 
worse than it has ever been, with the 
greatest shortage in the infants’ 64 
to 8 run. Sales of available stock are 
booming, however, with a good 50 per 
cent increase over last year. The 
greatest demand is still for the patent 
leather dressy type. Gym shoes for 
the youngsters are the invisible items 
in the market, but some ballet type 
shoes are being offered as substitutes. 

Though the rubber and boot situa- 
tion is extremely bad now, especially 
in the children’s lines, it is expected 
to ease up a bit this month and next, 
because many concerns whose govern- 
ment contracts have been terminated 
or cancelled have gone back, or are 
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in the process of going back, to civil- 
ian production. 
Boys’ shoes, too, are expected to be 


more plentiful in the coming months - 


because of the redeployment of gov- 


ernment demands to civilian use. 
_— * * 


DRESSY SHOES WANTED 
IN CHICAGO 


ALL shoe departments in Chicago 
stores continue very busy. There has 
been enormous demand everywhere 
for the dressier type of footwear. As 
the social season advances with great- 
er elaboration in entertaining, theatre 
going, and opera attendance, women 
have been seeking appropriate shoes 
for these occasions. The sling-back 
continues as the best seller every- 
where, most frequently with high 
heels. Black is still the overwhelming 
favorite, as black continues to be 
stressed in dresses and fur coats. 
Platforms, especially, are sought since 
these lend themselves to elaborate dec- 
oration in nailhead trimmings. How- 
ever, many stores are finding their 
stocks in platform shoes almost alarm- 
ingly low. The very open shoe in 
sandal effect is extremely popular. 
With the earlier-than-ever opening 
of opera in Chicago, great impetus 
was given to the evening shoe. With 
gold and silver practically non-exis- 
tent, satins and crepes have sold, 
mostly in white which is dyed to or- 
der. Sequin-trimmed slippers are fre- 
quently chosen to tie in with the elab- 
orate evening gowns worn on gala 
occasions. In boudoir footwear the 
elaborate types sell also as women 
choose rich brocades and velvets in 
their hostess gowns and lounging ap- 
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MANDEL BROTHERS 
Three heel heights were stressed in 
this ad presenting genuine lizard by 
Mandel Brothers, Chicago, Ill. 


The great demand for black suede 
is difficult to meet. No store or shop 
seems to have enough of this leather 
in any type of shoe. While there is 
still considerable consumer interest in 
low heels, the greater demand has 
now veered to the high level—from 
21/8 up. Excessively high heels— 
three and even four inches—have 
been featured by several specialty 
houses with great success. 

Town Brown in suede and in calf 
has had considerable popularity, but 
the demand for this color is far be- 
low that of black. Reptiles continue 
very important. There are more liz- 
ards sold thai. alligator, but shoe men 
say this is because the supply of 
alligators is much more limited. Thoge 
houses which can show handbags to 
match their reptile shoes frequently 
make the “double” sale since fashion 
interest is again highly keyed to the 


ensemble theme in accessories. 
* = * 


"GLAMOUR" ACCENTS SELL 
IN MIAMI 


THERE are several trends developing 
in the shoe business in the Miami 
area, all of which will be reflected 
in Northern spots later on. 

One is described as “glittering.” 
Eye-catching accents of cut nailheads 
and brilliant trims are freely used on 
high style footwear and are picked up 
again in hat trims. It is a part of the 
trend toward glamour which is most 
prominent right now as women pre- 
pare for the homecoming of their men 
folk. Following through is the de- 
mand for soft kidskin and multiple 
trim ornamentation. 

Another important point observed 
throughout the area is the steady de- 
mand for platform and sling-back 
models. Breaking down various re- 
ports, it amounts to this: fully 50 per 
cent of sales throughout the Greater 
Miami district runs to sling-back 
models. There is considerable accent 
on platforms in a large number of 
advertisements. One suggests it “adds 
a Midas touch to this young suede 
sandal by sprinkling its platform 
with twinkling nuggets.” The “nug- 
gets” are brass nailheads. 

Reptiles of all sorts are in high favor, 
from the less expensive lizard calf 
featured at $6.50 up to the high 
priced alligator. These are selling 
well in natural as well as in a wide 
color range. 


GHA Aewop~Er 





Lerten o te Meal Lraude 


yet. A general sentiment of shoe men = 
returning from the armed forces apy 
pears to be a desire to return to their) 
old line although many look forward) 
to significant advancement in status, © 


So far colored calf and kidskin as 
well as reptiles are doing best in a 
bright red. This, as one shoe man 
explained it, is a neutral tone that 
may be worn with any color except 
purple. And for the woman who has 
a carefully planned wardrobe and 
needs a bright color accent to wear 
with many costumes, there is nothing 
that can compare with a smart red 
shoe. This note has followed through 
for some months and is still going 
strong. Later when it is possible to 
buy in unlimited quantities red will, 
perhaps, decline in popularity. But 
for a good many months to come it 


is expected that bright red will con- 
tinue to take first place. 

While the so-called tourist trade has 
not yet arrived, Miami shoe men are 
pleased with the heavy demand for 
casuals. Here again it is the sling- 
back and platform models that are 
away in the lead. Double buckles for 
extra flattery or trim are also meeting 
with favor. Two-tones are good and 
one advertisement recently suggested 
a “toast to Fall with intoxicating 
colors,” then listed such combinations 
as black and white rum, raspberry 
wine, Spanish cider, rock and rye 
green, etc. 

Black suede, calf, kid and patent 
are leading in sales volume right now, 
with rich brown tones trailing. There 
has been a definite slowing up of 
white, but it is expected that within 
a couple of months white will again 
take the lead as a resort shoe. 

* * * 


DETROIT BUSINESS BELOW 
LAST YEAR'S 


GENERAL volume of business in De- 
troit shoe stores has been down for 
the past two months, compared with 
corresponding months of 1944. This 
is partly the result of some degree of 
customer reluctance to buy shoes at 
this time, figuring that they will be 
able to secure postwar footwear with- 
in a matter of weeks or months. How- 
ever, the principal cause of the drop 
of business is the great scarcity of 
shoe supplies throughout the retail 
trade here. Stores, from the largest 
to the smallest, report a scarcity of 
stock and low inventories, in practi- 
cally all departments: even the short- 
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“Symphony in major; black's the key- 
note for Fall," said R. H. Fyfe of De- 
troit, Mich., offering four models. 





age in children’s shoes is no greater 
by comparison than in both men’s and 
women’s departments in average stores 
at present. 

How closely the volume is depen- 
dent on merchandise available is 
shown by the experience of one lead- 
ing specialty store which concen- 
trated the available stocks in its up- 
town store where trade ran 30 per 
cent ahead of a year ago during the 
past months solely because shoes were 
available despite the fact that the 
same merchandise in its larger down- 
town store was selling considerably 
behind 1944. 

Style choices are practically at an 
all time low, managers of women’s 
departments report, with range of 
choice extremely limited; customers 
are rarely very particular about what 
they are buying. Those who are in- 
sistent on a particular style or make 
of shoe are becoming almost daily 
customers until they are able to find 
the particular item they want in stock, 
managers of leading downtown stores 
report. 

Present choice of styles is reported 
to be much more limited than even 
during the past two years of the war, 
apparently as a result of the concen- 
tration of manufacturers on postwar 
lines. 

The principal problem of shoe stores 
here for the past three years, which is 
the shortage of help, still shows no 
improvement, but managers of the 
larger stores and departments are 
fairly hopeful. Several report that 
their former employees are back in 
this country and a number have been 
discharged, although very few have 
actually reported back on the job as 
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LOS ANGELES RETAIL SALES” 


ABOVE YEAR AGO 
RETAIL sales in Los Angeles de 


the levels of the previous month, ac- 7 
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clined during the past month from ~ 
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cording to the Research Department } 
of the Security-First National Bank ~ 


of Los Angeles, in speaking of the de- 
partment stores in this area. Sales 
were 2.5 per cent better than a year 


ago, however, while inventories were 7 


18.3 per cent larger. However, those 
figures do not tell the story in the 
shoe departments, for sales averaged 
over 15 per cent better than the cor- 
responding period of last year, with 
inventories somewhat under. In the 
overall picture, sales exceeded those 
of a year previous by 5 per cent. 

As of August 15, 1945, total civilian 
employment in Los’ Angeles County 
was moderately in excess of 1,300,000 
people. In April, 1940, the total was 
1,030,000. Thus the war ended with a 
total employment in the county a lit- 
tle less than 300,000 in excess of the 
1940 prewar figure. During this time, 
some 250,000 young people were 


drawn out of civilian life into the 
armed services. 

“Southern California is taking in 
stride the drastic curtailment in war 
production which followed the sudden 
ending of the Japanese war,” the re- 
port continued. “The immediate can- 
cellation of a large proportion of the 
remaining war contracts and the sub- 
sequent reduction of industrial activ- 
ity, employment, and payrolls has 
caused less disturbance than had been 
anticipated. In fact, it is possible 
that the community is now becoming 
a little too optimistic as to the ease 
of the job ahead... . 

“It is now clear that the unemploy- 
ment that most observers anticipated 
would follow a sudden cessation of 
hostilities has not developed. Al 
though more than 100,000 men and 
women have been laid off or have quit 
their jobs in Los Angeles County 
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since the middle of August, numerous 
employers today find no takers for 
permanent peacetime jobs at good 
wages. The local office of the United 
States Employment Service has some 
50,000 unfilled jobs available at the 
present time, two-thirds of which are 
in the Los Angeles metropolitan area. 


“Adequate statistics are not yet 
available but estimates indicate that 
less than half of the some 100,000 re- 
leased have taken new jobs. There 
is no complete explanation of what 
has happened to the remaining num- 
ber. Thousands apparently have de- 
cided to enjoy a well-earned vacation 
or to ‘look around awhile’ before re- 
turning to work. There is in some 
minds resistance to the idea of taking 
up a new line of work and of ac- 
cepting the reduction in take-home 


rs 


pay that goes with a shorter work 
week and, in some cases, lower rates 
of pay. Many housewives and older 
people apparently have not decided 
whether they want to continue to 
work. Employers are convinced that 
unemployment insurance is a major 
factor in enabling workers to delay 
accepting a new job... 

“Although incomes of many fami- 
lies will be lower in the months ahead, 
it is generally expected that retail 
sales will be sustained at satisfactory 
levels, high relative to prewar years 
though not necessarily at the current 
rate. Supporting this expectation are: 

“A larger population. During the 
war years population of Los Angeles 
County is estimated to have increased 
20 per cent. 


“—-Higher prices. An exact mea- 
sure of the wartime rise in prices is 
not available. As a rough indication, 
however, the Fairchild index of aver- 
age prices for department store type 
of merchandise shows a wartime rise 
of 27 per cent. 

“Large purchases of civilian cloth- 


ing by men and women being released 
from the Armed Services. 


“—Heavy demand for products not 
available during the war such as re- 
frigerators, washing machines, and 
other household appliances.” 
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BRISK SALES IN 
BALTIMORE STORES 


B JsINEss in Baltimore retail shoe 
circles was brisk, and everything sold 
that was available. However, there 
were certain items which seemed to 
take the lead over others; so far as 
style went, the low heeled sling-backs 
and dressier models held the. spot- 
light. In materials, gabardine, suede, 
smooth leather and especially brown 
reptiles in alligator and alligator- 
lizard led in preference. 

The manager of one of Baltimore’s 
better shoe stores on North Charles 
Street commented about reptiles: 

“Brown reptiles in alligator and 
lizagator constituted about 90 per cent 
of our sales and just about equalled 
the calls for black suede. However, 
black reptiles averaged around 5 per 
cent, principally because the manu- 
facturers did not send us large quan- 
tities and we did no promotion. Brown 
suedes were not very popular. I 
should say 5 per cent were interested 
in this color.” 

The same store was fortunate in 
receiving a large shipment of ballet- 
type play shoes which was sold out 
completely. However, in regard to the 
ballet-types, other merchants claimed 
that only a few trickled into their 
stores; what they had, sold out, but 
there were not enough to justify pro- 
motion or advertising on a large scale. 

Hess and I. Miller have been dis- 
playing play shoes of high style gab- 
ardine. Reports from the latter store 
show that from the middle of Septem- 
ber until the middle of October, these 
play shoes moved slowly. 


At I. Miller it was predicted that 
with the coming of Spring “fiesta 
colors” will be popular since people 
are gayer generally and manufactur- 
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The ballet influence, important in 
shoes for young wemen, was fea- 
tured by Hess of Baltimore, Md. 





ers will be getting larger quantities 
of dyes to make this possible. Dressier 
types will also be more favored. 

A spokesman for a West Lexington 
Street store said that “experimenta- 
tion in style would probably start as 
soon as merchandise begins to flow in 
retail channels.” 

Combination shoe and bag sets in 
felt, gabardine and alligator are fea. 
tured right now in window and news- 
paper display. One local store showed 
a felt two-tone bag in shoulder strap 
style in red and black to match a 
red gabardine wedge play shoe. Alli- 
gator-lizard bags and shoes are taking 
the lead from this angle. 


© © 


MILD BOOM REPORTED 
IN SCRANTON 


THis city continues to enjoy a mild 
boom in shoe sales despite a slight 
letdown in general business as indus- 
try adjusts itself to peace conditions. 
War activities in Scranton were com- 
paratively few, and businessmen be- 
lieve that reconversion will be effected 
without incident. 


The average shoe store is doing a 
brisk business on a very slender in- 
ventory. Black suedes are outselling 
everything else in women’s shoes, al- 
though there is a good demand for 
practically all staple items as well as 
alligator and nailhead-studded shoes. 


Tom Brown’s reported that any- 
thing in men’s shoes will sell. It is 
only a question of getting the mer- 
chandise. On the other hand, Sunny’s 
Lackawanna Avenue store has found 
only a fair demand for Army shoes 
at $4.98. Loafers are especially pop- 
ular here. 


Shoe men concur that prospects for 
Christmas business are unusually 
bright. 


Hosiery, slippers, handbags and 
other accessories will all be in de- 
mand for Christmas, as will many 
types of shoes that are considered 
suitable for gift purposes. Stores will 
promote the accessory items which 
represent extra sales and in which 
stocks are ample. 
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New York 


| NTENSIVE activity continues in factories in this area. 
Buyers have been coming into the market for the past sev- 
eral weeks, some of them earlier than usual, in order to 
avoid the large crowds due here when tlie fleet is in the 
end of October and the beginning of November. Pressing 
for pairage to fill their empty shelves, they have been “driv- 
ing us crazy,” in the words of one normally composed 
manufacturer. “The retailer wants nothing but a lot of 
shoes and continued profits,” to use the words of another. 

Manufacturers have been up against a tighter situation 
than they have ever before faced. Added to all the prob- 
lems connected with lack of leather and skilled help is the 
difficulty of operating under frozen prices with mounting 
production costs. One manufacturer expressed-the difficulty 
of getting an over-all view of the industry at this time in 
these words, “You can’t get a complete picture. Most of 
the fellows are floundering now.” 

The tanners, manufacturers report, are facing their own 
problems of production and prices and are refusing to take 

. any orders for future delivery dates. According to some 
manufacturers, they are hoping that the ceiling will come 
off so that they can “jack the price up.” 

As a result of these shortages and uncertainties, manu- 
facturers are continuing to concentrate on staples with the 
addition of some new treatments and a few new patterns. 
Patent leather, navy blue and some red are expected to be 
first in demand. White is slated to be in much bigger de- 
mand than the supply will warrant. Snakeskin . . . red, 
green and natural .. . is being used by several high style 


manufacturers, 
Chicago 


Durinc the many difficult months of the war years, when 
shoe manufacturers were questioned as to the outlook for 
their industry, it was not infrequent to hear that “things 
look very black,” that “the situation is tighter than it has 
ever been,” etc. Ironically enough, although the war has 
been terminated more than two months, the shoe manu- 
facturer is still compelled to give the same reports. While 
this country was bending every effort to produce the neces- 
sities for war, the shoe industry was handicapped by the 
lack of both materials and labor. Today, however, the 
most serious shortage is in hands to run the shoe machinery. 

No matter what the type of shoe or the price line, every 
manufacturer today is practically stymied in his produc- 
tion by inadequate personnel. As one large house ex- 
pressed it: “We hire 14 new hands on Monday morning. 
By Saturday we are still 14 short. The new workman who 
takes on a shoe job stays a day or two, or perhaps a week, 
and then he figures it’s easier to stay home and draw 
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unemployment compensation.” Most shoe producers seem 
to feel that this phase of the situation will not improve 
until the bulk of service men will have returned and the 
former shoe worker comes back to his chosen craft. 

Manufacturers in this area report that they are from 
5 to 8 weeks behind in their orders. Although the govern- 
ment has allowed a 20 per cent increase in production in 
every price line, it has not been possible to accomplish 
this. Most houses report that supplies of leather have been 
coming through satisfactorily from the tanners, but the 
present textile shortage has been reflected in the shoe indus- 
try too, since items such as cotton backings, fleece, etc., are 
on the hard-to-get list. The great demand for reptiles in 
women’s shoes has strained their capacity also. Mexican 
alligators, for instance, are more desirable than those from 
South America. As a result, the supply from “south of 
the border” has been almost depleted—or, as one shoe 
man said: “Perhaps those Mexican alligators are holding 
off for that unemployment compensation that they’ve read 
about in our American papers.” 


St. Louis 


THE relative scarcity of high style women’s shoes bearing 
bows at the St. Louis Spring lines openings highlighted 
a problem which has confronted manufacturers in the 
medium price field since the shoe industry came under 
price and production controls. 

At the same time it was an indication that when all curbs 
are off, the trend toward geegaws and fancy work on 
women’s shoes, heretofore discouraged by materials shoft- 
ages, will come into full bloom. 

Background of the story is, of course, that WPB largely 
forebade manufacture of leather bows as a conservation 
measure. That order, however, has now been rescinded, 
provided bows are made of scrap leather. But meanwhile, 
even though they are of scrap, labor and leather prices 
have boosted the price of finished bows to a level in some 
cases 200 per cent of the price of three years ago. This 
means that if a shoe manufacturer formerly allawed a 
25-cent cost for bows, he must either forego them now or 
manufacture his line at a loss under the OPA price line 
freeze. 

Hence the models with bows displayed here were largely 
restricted to the higher price lines, since these factories 
alone were in a cost margin position capable of absorbing 
the increased bow prices. Conversely the medium price 
lines—generally below $8.95 retail—were without adorn- 
ment. The exceptions were the result of some manufac- 
turers being willing to add bows at a loss to one or two 
models in limited quantities. They were, in fact, loss lead- 
ers made up solely to satisfy the increasing consumer 
demand for frills and the retailers’ demand that these frills 
be durable. 
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Been Hanging for © Years. 






































AND WE MEAN 
EVERY WORD OF IT! 


That’s right, the sign that hangs in 
our reception room has been there for 
years—long before shortages. It says: 
*...if you have left friends in your 
car, we extend to them a cordial invi- 
tation to come in. Throughout this 
organization we try to co-operate with 
our friends in saving their time. We 
don’t like to be kept waiting ourselves. 
Please do not hesitate to ask how long 
it will be before you can see your man, 
or ask a second time if necessary. Our 
information desk is a co-operation, 
not a defense.” 


AND WE MEAN IT! Suppliers are 
our friends. Always have been. We 
treat them that way. They treat us 
the same. Thanks to them we get 
materials and supplies that help 
speed more shoes to dealers. 

It’s just another part of Trimfoot 
Teamwork. Everyone pulling together 
—working as a team. It’s this spirit 
of teamwork, more than anything 
else, we believe, that makes Trimfoot 
shoes lead the field with improved 
design, better construction, and 
greater foot comfort. 
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1) DRIVERY OF ESTABLISHED DEALER QUOTAS 

a sanother important result of Trimfoot Do you feel the same way we do about doing business in a business-like 
ef leamwork. We count each Trimfoot but friendly way? If so, we'd be glad to send you a copy of our recep- 


dealer a member of the team. And we 
a want you to have not only the very 
r best shoes to sell . . . but also to have 
e shoes to sell! 


tion room card—with our compliments. Write J. B. Reinhart for copy 
suitable for framing. 
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News of Shoe Interest from the Nation's Capital 


Price Formulae for Rubber-Soled Footwear 


OPA Announces Simple Methods by Which Ceilings May Be De- 
termined for Tennis, Beach and Athletic Types. 


Simple methods have been estab- 
lished by which manufacturers, whole- 
salers and retailers may determine 
their ceiling prices for canvas-topped 
rubber-soled shoes such as tennis and 
basketball shoes, and for casual rubber 
footwear such as beach shoes, that are 
now coming back on the market in pre- 
war styles and qualities, the Office of 
Price Administration has announced. 

The ceilings, effective October 17, 
1945, may be somewhat higher than the 
pre-war prices for these shoes because 
of the use of synthetic rubber. OPA 
pointed out, however, that the ceilings 
will be substantially lower than the 
prices for the lower quality footwear 
sold as substitutes for these shoes dur- 
ing the war period, when the regular 
lines were not produced. 

OPA is continuing in effect the 
dollar-and-cent ceilings that have ap- 
plied to a limited line of canvas shoes 
produced during the war. A list is also 
added for casual shoes. 

For new lines of canvas or casual 
shoes to sell below the ceilings in these 
two lists, manufacturers have merely to 
file with OPA a ceiling price for each 
type of shoe. This ceiling may be used 
by the manufacturer as soon as it is 
filed unless he is notified to the con- 
trary by OPA. 

On three special types of canvas 
shoes, differentials are provided that 
may be added by manufacturers to the 
ceilings already established for the lim- 
ited range of shoes produced during the 
war. These differentials are 50 cents a 
pair for loose lining shoes, 10 cents a 
pair for colored soles, and 10 to 25 
cents a pair for arch supports or heel 
cushions. 

For all other types of canvas and 
casual shoes, manufacturers have to 
apply to OPA for a ceiling. 

Wholesalers’ ceilings are the manu- 
facturers’ list prices, less base period 
discounts. Manufacturers are required 
to notify wholesalers of these list 
prices. 

Retail ceilings already are in dollar- 
end-cent terms for the limited wartime 
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list of canvas shoes. On all other new 
canvas shoes, a margin of 38 per cent 
is allowed. On all casual shoes re- 
tailers are permitted a margin of 40 
per cent. 

This action was taken after consulta- 
tion with the industry advisory commit- 
tees for the rubber footwear industry 
and for retail shoe stores. 


Ceiling Prices Set 
For Simulating Leather 


Specific ceiling prices have been es- 
tablished for services of applying cer- 
tain finishes to base coated fabrics to 
simulate leather, the Office of Price Ad- 
ministration said October 23. 

The new prices, effective October 29, 
1945, are lower than those currently 
being charged by many suppliers and 
are in line with the ceiling prices set 
for the same finishes applied to genuine 
leather, OPA said. The reduction in 
manufacturers’ costs for shoes and 
handbags made of fabrics finished to 
resemble leather will tend to keep prices 
stable and may lower prices for some 
of these products. 

The uniform prices for finishing ser- 
vices replace the March, 1942, “freeze” 
prices, which were relatively high com- 
pared with charges for similar services 
performed on a leather base. At that 
time, OPA explained, base coated fab- 
rics were carefully finished to match 
natural leathers—an expensive, pains- 
taking job done on a small scale. Now- 
adays the process has changed. Base 
coated fabrics are finished in substan- 
tial volume and made into imitation 
leather, rather than matched to natural 
leathers. The new prices reflect this 
change in the service supplied, and 
their uniformity makes for a more 
workable type of control, OPA said. 

The services include spraying to 
change base color, stencilling, topping 
and embossing. The prices for apply- 
ing these finishes to rolls of base coated 
fabrics range from five to 28 cents per 


linear yard, depending on the type of 
finish and the width of the fabric. Fin. 
ishes applied to cut sheets of bag 
coated fabrics are priced separately, in 
cents per square foot. 

Within 30 days after the effective 
date of this regulation, every supplier 
must notify each of his customers of 
his new service charges. In addition, 
his invoices to customers must describe 
the kinds of services performed. Th 
new price have been approved by repre. 
sentatives of the trade. 


WPB Specialists Available 


To Private Industry 


War Production Board specialists in 
Region 2, consisting of New York State 
and northern New Jersey, are now 
available to private industry, it is an 
nounced by John A. Warner, Regional 
Director. 

“The end of the war,” Mr. Warner 
states, “will soon terminate the board's 
activities, thus permitting the release 
of specialists in Region 2 who have un- 
selfishly remained with the board until 
their tasks were completed, even though 
many had opportunities months ago to 
return to private industry at consider 
ably increased compensation.” 

Included in the Region 2 personne 
now available to private industry are 
specialists in accounting, advertising 
and marketing, air conditioning and re 
frigeration, construction, banking, cor- 
poration and criminal law, electrical, 
civil and mechanical engineering, for- 
eign trade, dry goods and department 
stores, mill and factory management, 
machinery, labor relations, plastics, 
radio and radar, metal trades, office 
agement and equipment, personndé, 
power plants, plumbing and _ heating, 
printing and publishing, safety engi- 
neering, public utilities, textiles and 
publicity. 

In view of the shortages of trained 
personnel that exists today in many 
fields, it is expected that employers will 
be interested in this opportunity to add 
to their staffs. 

Employers in Region 2 who desir 
details are invited to write to the Re 
gional Director, War Production Board, 
Empire State Building, New York |, 
New York, or telephone Murray Hil 
3-6800, extension 700. 
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Headin’ South 


[CONTINUED FROM PAGE 55] 


jooking cottons and ginghams ... 80 
strong this year... we show on follow- 
ing pages a wedge heel pump, attrac- 
tively combining leather with fabric. 
For the classic shirtwaist dress, with 
1946 variations, still the, backbone 
tailored dress of many stores, we show 
a tan and white spectator. And for al- 
most any daytime costume that takes a 
more formal shoe, there is the white 
guede sling pump sketched here. 

Besides these shoes we show two 
others with a native look that fits well 
into a background of palm trees and 
sand. The one kind made entirely of 
sisal . . . fibre of a plant native to 
Haiti... has been styled to be an “all- 
purpose” shoe. The other, equally pic- 
turesque and smart, gains its rustic 
native look from its jute-covered wedge 
and jute sole. Still another style- 
minded maker of casuals is getting into 
production on hand-woven fabrics in 
unusual color combirations ard, pos- 
sibly, a series of shoes made of straw. 

Colors in resort clothes divide into 
two groups. One consists of the pale, 
light shades, such as light pink and blue 
and the neutrals such as grey, beige and 
the off-whites. Grey is especially strong, 
including combinations in strips and 
plaids and as background for prints. 
The other color group comprises the 
vivid shades, such as lacquer red, coral, 
a deeper, rosier red; several greens, in- 
cluding a pale yellow green and a grass 
green and many blues from a pale, clear 
blue down to Navy. Royal blue is be- 
ing stressed again and peacock is con- 
sidered extremely important. Also men- 
tioned are white and black, yellow, gold, 
fuchsia and purple. Striking color com- 
binations are also being used in stripes, 
ginghams, appliqués, embroideries and 
contrasting buttons and stitching. 

From these ready-to-wear colors, you 
will see that your staple shoe colors... 
black, brown, tan, navy and ,white .. . 
will be as style-right as anything you 
can offer. What high shades you have 
-.. especially red . . . will be welcomed 
for smart contrast. And beige, luggage 
tan and cocoa brown shades . . . where 
available . . . will be a new high style 
accent after a several years’ absence of 
these eolors. 


Official Names of 
Spring Shoe Colors 


New York.— Advance samples in 
leather of nine of the eleven colors for 
women’s shoes, chosen for Spring, 
1946, by the Joint Shoe and Leather 
Color Committee, have just been issued 
to The Textile Color Card Association’s 
members in the shoe and leather indus- 
try, according to an announcement by 
Margaret Hayden Rorke, managing di- 
rector. 

These colors comprise Frappe Cocoa, 
& smart light brown, Town Brown, a 
repeated shade, Cinnamon Tan, a turf 
version, Rancho Tan, a saddle type, 
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Krippendorf-Dittmann as “a 


years. 
Why? 


Third, because Krippendorf 
millions of American 


Y As 


FOOT REST 


se ors ; 


‘ 
Ciepaxie’ 


*Nationally advertised in Vogue, Ladies’ a 
Companion, Good Housekeeping, and The Instructor. 


A GOOD HOUSE TO DEAL WITH” 
for More than 70 Years! 


T was back in 1872 that shoe merchants began gy Be 


good house to deal with.” 


that opinion has been growing stronger for more than 70 


First, because of the unvarying high quality of 
Krippendorf Foot Rest Shoes. 

Second, because of the Krippendorf-Dittmann policy—One 
Brand, One Price Range, One 


Quality. 
Foot Rest Shoes are backed by 


a large-space advertising campaign in magazines read by 
women. 


Krippendorf-Dittmann dealers look forward with confidence 
to the competitive conditions that the postwar world brings. 
For they know they will be doing business with a manufac- 
turer who understands the dealer’s problems as well as his 
own—a manufacturer who has never let a dealer down. 


0: Priced $§-95 to $7-95 and up 
fi fi The Krippendorf-Dittmann Company 


(Blichtly higher 
Denver west) 


Cincinnati, Ohio 


New York Showroom: Marbridge Building 


Home Journal, Mademoiselle, Woman's Home 











Cream Blond, a light neutral, Victori- 
ous Blue, a vibrant royal tone, Admiral 
Blue, a clear navy, Brave Red, a bright 
lively hue, and Cherry Red, a rich me- 
dium version. Swatches of the two re- 
maining colors, Magnetic Green, a 
light lively version, and Colony Green, 
a medium téne, will be sent out shortly. 

The Joint Shoe and Leather Color 
Committee, cooperating with The Tex- 
tile Color Card Association in the se- 
lection of seasonal shoe and leather 
colors, is comprised of representatives 
of the Tanners’ Council of America, the 
National Shoe Manufacturers’ Associa- 
tion and the National Shoe Retailers’ 
Association. 


Plant Undergoing Repairs 

FARMINGTON, N. H.—The North 
Main Street plant of the H. O. Rondeau 
Shoe Co., once known as the George 
Jones factory and later as the Dole- 
Waldron Shoe Co. plant, is undergoing 
repairs. 

Although the Rondeau concern has 
made no announcement, it is believed 
possible that the factory will share in 
the shoe box manufacturing now being 
carried on by the Rondeau company at 
the Farmington Holding Corp. factory 
on South Main Street. 





Animated Displays Boost Sale 


THE use of animated displays can help a shoe store owng 
focus attention on his windows. A moving object always 
attracts the eye, and the use of somt sort of animation 
your windows will pay handsome dividends if care is take, 
in the choice of animation. 

Psychologists who have checked animated window-display 
pulling-power report that 70 per cent more people will stop 
ta look at a window where there is animation, than yijj 
stop to view a still display. 

Here are a number of animated display ideas for sho 
store owners. Your local electrician can help you with the 
mechanical end of the job. 

Dutch Windmill—This type of display will fit into almog 
any window. The blades of a miniature windmill can be 
lettered with simple signs advertising your wares or service, 
and a sliding panel at the center of the mill can flop w 
placards advertising any specials you may wish to feature 
An electric motor works this arrangement. 

Animals—One of the most common and effective type 
of animated display employs a toy animal of some sort. A 
grotesque black cat may stand in your window in bristling 
manner, bobbing her head up and down, her tail straight 
up and her eyes gleaming. Or the bobbing animal may k 
a tiny bear, or a dog, etc. 

Outdoor Scene—You can devote one corner of a windoy 
to an outdoor scene. Animation can be in the form ofa 
tiny waterfall, as well as a camp-fire which glows. (Cover 
an electric bulb with a dome of red cloth. Or, you ca 
have a few toy cars going up a hilly road and disappearing 
into a tunnel. Place your specials near this display. 

Turntable—One of the most inexpensive animated dis 
plays is an average-size turntable with merchandise spe 
cials on it. Simple turntables operate from a single motor; 
the more complicated ones require two or more motors. 

Winter Scene—Seasonal scenes go very well, and the 
merchant who has a couple of large windows can partition 
off part of one and make a nice winter scene. You can buy 
a couple of bags of artificial snowflakes (several feed milk 
manufacture them) and use a fan to stir up these flakes 

Miniatures—People are always fascinted by miniature 
displays such as marionettes or clowns. This will attrac 
the kiddies and what will draw the mothers and father 
to your windows. 

Movies—Some business men darken their display wit 
dows at night, and use a small movie camera to shov 
interesting reels against a screen in the window. A fe 
slides tell of the merchandise they have to sell. 

Toy Train—Merchants can also use toy trains to give 
window display some animation. Its use need not be cam 
fined to the Christmas season. You can put placards @ 
each coach advertising your products. 

Fireplace Scene—Sometimes it pays to create a hom 
scene, if you have several large windows. You can arrange 
for a fireplace display to represent home comfort. Thi 
can be animated by boxing an electric fan in asbestos and 
tacking red and orange georgette crepe “flames” onto # 
real log. The fireplace will look real when you set th 
fan going with the “flames” leaping about. 

Robot—This form of animation can consist of a comic 
robot who winks knowingly and pulls advertising placart 
out of a box which advertises your firm and its produch 

Big Book—Another type of animated display which isd 
interest to many people can consist of a large book, i 
pages of which are lettered with copy about your sto 
and products. The leaves slowly flop over one by one. 


Boot and Shoe Record# 











ALL-LEATHER Sandals 
Playshoes 








: 
i 
: 
: 
; 
, 


2 W. L. Douglas Shoes—combining post-war styl- 
ing and pre-war quality—have the backing of 
intensive, expanded national advertising in such 
leading mass circulation magazines as 


LIFE 
AMERICAN LEGION 


And many advertisements will be in full color! 


@ Remember ... W. L. Douglas. Shoes for men 
had to be good to be leaders for 69 years. 


1qbas@ Shoes 


W.L.DOUGLAS@SHOE CO., BROCKTON IS. MASS. 


New York Offices: Marbridge Building, New York 1, N. Y. 
West Coast Offices: Haas Building, Los Angeles 14, Calif. 
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It Must Not 
Happen Again 
[CONTINUED FROM PAGE 61] 


showed a gain of 54 per cent. The 
bogey of inflation lay just ahead and 
the steps taken to combat it, as well as 
to conserve materials and spread avail- 
_able merchandise equally are so well 
known as to need no mention. 

It is signifigant, however, that during 
the period between 1832 and 1938, more 
and more shoe manufacturers, knowing 
full well the merchant’s need to operate 
on a minimum inventory, themselves 





assumed the risk and installed the now- 
familiar in-stock departments. It is 
also significant that during this period 
the trend on the part of the shoe re- 
tailer toward broadening his lines to 
include related and even unrelated mer- 
chandise, had its fullest development. 
It brought in the play shoe and 
casual types, though it took government 
restrictions during the war period to 
bring these to their peak of popularity; 
and the war, of course, is almost solely 
responsible, for the invasion of the shoe 


industry by plastics, synthetics and . 


other materials, 
Still more significant, however, is the 
growing ability of the trade to interpret 







not only its own statistics but those g 
the country as a whole—industrial ang 
agrarian; to see clearly the relationgshj 
existing between national income gpj 
retail trade volume on one hand, with 
the amount spent on intelligent promo. 
tion on the other. Graphs depicting 
these three factors come close to be 
ing three parallel lines. 





Historic Mural Helps 
Sell Men’s Shoes 
[CONTINUED FROM PAGE 65] 


sales have more than doubled eag 
month over the previous year. Mr 
Carlson looks with pride upon a char 
in which the upward curve in sales 5 
recorded. The $11.50 and $8.75 ling 
are most in demand. 

During his 21 years of experience ip 
selling shoes, Mr. Carlson has accump- 
lated some valuable information as t 
sales methods. He believes in going out 
of the way to do little things to please 
customers. His business card is most 
unique. It is a pair of shoe laces with 
the words, “Ray Carlson, Stuckey’ 
Shoe Dep’t,” imprinted on the wrapper 
with a tiny rubber stamp. A supply of 
tan and black laces is carried in his 
pocket and when he has occasion t 
chat with men, in or out of the stom 
he casually observes whether their shog 
are brown or black and hands thems 
pair of laces with his name on the 
wrapper, remarking, “These may come 
in handy some time.” They are a con 
stant remainder to come back later for 
shoes. 

When a customer is being served, he 
first inquires whether their present 
shoes are comfortable. If not, he re 
charts their feet. His next query is 
whether they want shoes for dress or 
service. Tactful inquiries reveal the 
line of business or activities of the cus 
tomer. An insurance salesman, for ex 
ample, who walks much calling on pros 
pects is hard on shoes. Not infrequently 
calls are make in sloppy weather. If 
his shoes are to give satisfaction h 
should have a type that will take rough 
treatment. Heavy brogues would bk 
recommended for a young man. “Sél 
merchandise to do the job best” is Mr. 
Carlson’s maxim. 





Will Increase Production 
When Materials Available 


CINCINNATI, OHIO. — Ohio Valle 
shoe men were reported “co-operativ 
all along the line” in the planned 
speed-up of production of shoes whe 
leather should become available as dit 
cussed in a recent bulletin of the Sok 
Leather Bureau of the Tanners Cour 
cil in New York. 

The New York dispatches cited ths 
October production of ration-type shot 
will be at least 30,000,000, based @ 
reports from tanners on the amou 
of leather made,available for civili# 
use. 


Boot and Shoe Record 






















“LL bd 


SSS SSS 
RASA LVAD ATSB AR Rb 


Wididtiditbhddi 


oe 


OR 


4 


Novemb. 






a 
a 


z 


Fee EEE 


n to 


ES 


zr 


Fen 3 8 


SE 82eregs 


—_— ae 





4 



























eS 















had 


4 Ps 


a 
. “he 7 
RASA RAAB ARRAS Rul a aw. 


~AAAAAAAS. 
dddidtétlithi 


And Featuring This 





NeW GLAMOUR AFOOT... 


I; YVves 18 tible Sl Ipper In Shimmering Silver or Gold 


Spun Aluminum* Braid. . . 





A, last the ultimate in evening 
sandals. Zephyr-like Craft Debs 
exquisitely styled and made from 
durable spun aluminum braid. 
Now in tarnish-proof silver or 
gold and for added resiliency 
and lightness under foot, it brings 
sponge rubber to lofty wedges 
and platforms. When it’s new, 
Craft Debs has it! 

*TARNISH-PROOF. 





Softly Cushioned Sponge Rubber Platform 
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Batiarine with adjustable 
top line assuring snug fit all 
around ankle * Concealed 
Wedge and Leather Sole 
* Available for immediate 
delivery in your favorite ma- 
terials * Black, Brown, Red, 
Lime, Powder Blue, Rust and 


Sand. 


GRAFT DEBS » 
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Sevres Pattern 
A STYL-EEZ SHOE BY 


Selby Shoe Co. 


Nov. 16 Shoe Day 
For Victory Loan 


PITTSBURGH, Pa.—William E. Mor. 
gan, of C. A. Verner Co., Pittsburgh, 
who has been appointed chairman of 
the National Shoe Retailers Associa. 
tion Victory Loan Committee, has an. 
nounced that Friday, November 16, 
will be National Shoe Retailers Day, 
and has asked for the cooperation 3 
shoe merchants and their salespeople 
in making it a banner day in the sale 
of bonds. 

The committee and the association 
is urging individual retailers, associa. 
tions and local groups to give the Vic. 
tory Loan their enthusiastic support 
and to join their efforts in rolling up a 


") record total of bond sales on National 
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THAT MAKES THE 


BETTER SHOES 


COMPO SHOE MACHINERY CORP. 
Boston, Massachusetts 
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Booklet on Kid Finishes 


New York.—Allied Kid Company re- 
cently developed a kit containing educa- 
tional material related to kid and goat- 
skins for use in schools, museums, li- 
braries, and the training departments 
of stores. In response to many re- 
quests, a booklet for individual use to 
supplement the kit has now been made 
available. 

The booklet contains pictures of im- 
portant tanning processes, together 
with information about the sources of 
supply of raw skins, the various fin- 
ishes and uses of kid. Hints on the 
care of kid shoes are given. 

The booklet is illustrated, with amus- 


ing drawings of kids. It will be mailed 
to those who are using the kit, and to 
smaller stores, institutions and indi- 
viduals on request. 


Shoe Factory Planned 
for Tampa 


TAMPA, FLA.—Tampa is looking for- 
ward to having a shoe factory added to 
its business interests. The Economic 
Development Committee has made a 
survey for a Northern shoe company 
which plans to set up a factory in 
Florida. The committee is not yet ready 
to announce the name of the company, 
but it does say that it will manufacture 
women’s shoes. 





Shoe Retailers Day. Community ob. 
servance of the day by all the shoe re. 
tailers in the larger towns and cities 
throughout the nation is especially 
recommended, with publicity efforts 
jointly sponsored by all the stores, to 
consist of radio spot announcements, 
newspaper publicity and setting aside 
a certain hour or half hour period of 
the day when nothing but Victory 
Bonds will be sold in the stores. These 
community efforts, it is believed, can 
contribute greatly to swelling the total 
sales for the day. 

Chairman Morgan has issued the fol- 
lowing appeal to the shoe retailers of 
America: 

“The American way is to see a job 
through. Upon us who survived the 
grim holocaust of war falls the respon- 
sibility of preparing for peaceful to- 
morrows. This is a solemn trust which 
cannot be shirked ‘least we break faith 
with those who died’ and imperil all 
that has been achieved through victory. 

“Opportunity for the shoe retailers 
of America to share in protecting the 
future is provided by the Victory Loan. 
To do this the National Shoe Retailers 
have designated 1022 vice-chairmen 
throughout the country. Each of these 
will head up an organization of his own 
respective cities. 

“Remember the shoe retailers have a 
definite role to play. It is up to them 
to buy more bonds, to advertise more 
bonds, and sell more bonds. This is the 
only way to put over the Victory Loan. 

“These are five reasons why we must 
have a Victory Loan; to provide hos- 
pitalization; to finance mustering-out 
pay; to support our occupation forces; 
to pay up war contracts; to help pre 
vent inflation. If you believe these are 
sound motives for a Victory Loan you 
will want to take ari active part in the 
gigantic drive to safeguard our coun- 
try’s future. 

“It is planned to set aside Fri- 
day, Nov. 16, as National Shoe Retail- 
ers Victory Loan Day. Through ‘the 
American Broadcasting network the 
National Shoe Retailers will be repre- 
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sented on the Breakfast Club program 
of which Don McNeill is master of 
ceremonies. This broadcast will be de- 
yoted to the shoe retailers of the nation. 

“Buy Victory Bonds . . . Advertise 
Victory Bonds . . . and Sell Victory 
Bonds.” 


In addition to Mr. Morgan, the Na- 
tional Shoe Retailers Victory Loan 
Committee includes the following: Carl 
Burgesahler, F. E. Foster Shoe Com- 
pany, Chicago; Will Cobb, Melville Shoe 
Corporation, New York; Morris F. 
Cronkite, Turrells Shoe Company, Seat- 
tle; Irving Edison, Edison Bros., St. 
Louis; Harry E. Fontius, Fontius Shoe 
Company, Denver; Gilbert Hahn, Wm. 
Hahn shoe Company, Washington; 
Barney Kay, Kay’s Newport, Provi- 
dence; Edward C. Orr, Potter Shoe 
Company, Cincinnati; Harold F. Volk, 
The Volk Bros. Company, Dallas. 





Seattle Store’s Department 
Appeals to Young Folks 


[CONTINUED FROM PAGE 66] 


on the shoe salesman’s suspenders, the 
raised fitting feature enables him to 
speak directly and easily to the child 
and, more particularly, to the parent. 
This also permits the latter to follow 
the finer points of the demonstration 
closely and easily and to assure himself 
that his child has been properly fitted 
before closing the sale. 

Customer satisfaction has been an 
important factor in the success of 
Nordstrom’s, established in the Uni- 
versity District some twenty years ago. 
Diversification of brands to accommo- 
date a wide range of customer prefer- 
ence, X-ray fitting, and a liberal policy 
in adjustment of customers’ complaints 
are integral factors in his store’s suc- 
cess, Mr. Mead believes. 

In conjunction with the new fitting 
room, Mr. Mead is also setting up a 
filing system which will record the 
characteristics and weaknesses of each 
child’s foot, for guidance in fitting 
properly the next pair of shoes. It 
will also provide a mailing list for di- 
rect mail advertising and birthday 
greetings to the youngsters. The firm 
advertises regularly in high school 
papers, the University newspaper, and 
the district paper of 18,000 circulation. 





May Have New Source 
For Sole Leather 


LOuISVILLE, Ky.—A new type of sole 
leather that may prove valuable to the 
shoe industry, and which could prob- 
ably be used in production of industrial 
geods, such as belting, is in prospect, 
provided experimental work of the Uni- 
versity of Louisville’s Speed Scientific 
School can prove that leather can be 
made up from tendons of animals in a 
commercial way at prices that will 
make its sales stand in line with 
leather. As a result of experience 


gained during the war, members of the 
staff at Speed Scientific School of the 
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CHINOIS PATTERN 
A PEACOCK SHOE BY 


Boyd-Welsh, Inc. 
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University of Louisville believe that 
such animal tendons can be converted 
into a sole leather product. 





New Shoe Store Opened 


Port Huron, MicH.—Gabriel and 
Daniel Maretzky, operating Gabriel 
Stores, recently opened a shoe store 
here carrying popular priced women’s 
end children’s slippers, also slippers. 
Oak fixtures and a mirror completely 
covering the rear wall of the selling 
room are features worthy of note. The 
natural finish of the oak, plus red trim, 
gives the interior a warm appearance. 
The firm also operates two stores in 
Detroit. 


New Plastic for 
Peacetime Products 


ToLepo, O.—Now that the new 
“Tolex” has been released from a num- 
ber of war applications, this new flex- 
ible plastic material produced by Tex- 
tileather Corporation, here, is receiving 
the attention of product engineers and 
designers in many fields. 


In conversion of “Tolex” to peacetime 
requirements, a broad range of color, 
pattern and tone treatments in which 
it is available is said to make this mate- 
rial suited for many applications in 
new product design. 








24 Shoes 
og \Are Kind to 
oad Your Profits! 


. 


Fes, volume and profits quickly show an upward 

trend for stores that feature FOOT-KIND—the 

kind of shoes that are easy to sell because they're 

easy on little feet. Write today for full details. 
Sizes 42/8 —8%2/11% —12/3 


Many Attractive Styles In Stock for | diate Ship 


Chicago office, Security Bldg. 
New York office, Marbridge Bldg. 


FOOT-KIND 
SHOE CO. 


SALES OFFICE: 320 N. 4th, St. Louis 2, Mo. * FACTORY: Owensville, Mistouri 
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Manufacturing and Markets 


[CONTINUED FROM PAGE 74] 


The incongruity is that dealers throughout the war hay 
been able to meet consumer wants by buying bows sepa. 
rately and attaching them to shoes at the buyer’s request 
and upon payment of an added charge. In the absence of 
an OPA prohibition, it amounted to a raise in the ceiling 
price of a pair of shoes the customer desired. When the 
customer Was willing to pay the freight on this device the 
dealer naturally was willing to oblige, since it returned ap 
extra profit. 

But to the shoe manufacturer it had the effect of pre 
venting him, by virtue of a federal ruling, from making the 
type of shoe the customer desired at a lower cost to the 
customer. 

When OPA ends this control, St. Louis firms believe, the 
customer can get the shoe with bow she destres direct from 
the manufacturer and at less cost than the retailer can 
combine shoes with bows, the latter being a commodity 
subject to heavy style mortality. 


Boston 


ALTHOUGH little improvement in the supply of leather 
has been evident in the Boston market in the last two 
weeks, manufacturers have completed their Spring lines 
and are participating actively in the industry-wide move 
ment to return to “normalcy” in the shortest possible space 
of time. While price increases have not been permitted to 
date by the OPA, many in the trade feel that it is only a 
question of time and are, in effect, gambling that the 
higher-cost shoes in sample lines will be profitable under 
the terms of a ruling yet to be made. 

A quick survey of these lines for women shows that the 
trend toward sandalized models is even more pronounced 
than it has been in the past. Sling-back pumps, sandals 
with strap foreparts, and whole vamps with perforations 
and cut-outs seem to be the rule rather than the exceptien. 
The ballet slipper motif is noted in many lines, and colors 
which the trade has not been permitted to use since 1942 
are in évery line. Shoes of fabrics are also plentiful. 

As part of its post-war program the New England Shoe 
and Leather Association is sponsosing an educational pro- 
gram for shoe manufacturing executives which is being 
presented by Boston University’s College of Business 
Administration. A similar course, in cooperation with 
NESLA, is to be offered by the Manchester, N. H., Chamber 
of Commerce. 

The course, given in twenty sessions, includes such sub- 
jects as trends and principles in developing motion econ- 
omy and methods for improving performance; improving 
work conditions, work place layouts, etc.; setting up per- 
formance standards; training and instructing operators in 
new methods; up-grading and improving workers’ skills; 
job evaluation principles; development of time study pro 
cedure for mass production; production planning, sched 
uling and control; trends in quality control. 

The Association’s Shoe Executives’ Training Committee, 
which is active in supervising this important educational 
program, consists of Daniel J. Danahy, Chairman; Charles 
Slosberg, Harold Cohen, Robert Nelson, Solomon Rosen- 
baum, Ben Weiner, and Maxwell Field, secretary. 

A great deal of careful planning and consideration has 
been devoted to lining up this educational program, and 
the committee members believe it will prove of great prac- 
tical value. 
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Because we care 





GET BEHIND THE RETAILERS’ VICTORY LOAN! 
Get behind the Victory Loan to bring our boys back to the America 
for which they were willing to give their all! Complete your store's 
service record by backing this last-of-all drive to give our wounded 
heroes the best of medical care! 
tet’s GO°— 
try! 
Get your store step with 90 icy! It you have Let’s Go: 
es are organized 9 “a copy of the new ” jnto nt 1 
Stor ay rec eived y° k contact “ of Reta 
not alrea' y Cc. paign . S- Get your £ our 3rd an- 
Retailers Victory nd Chai an! sont Every member © y sctory Veteran! Org =. 
Victory a ertiseme” Nr is now a to fellow e 
loc { adv d-Selle 
= are receiving wr to show thet pers m to sell Wider Keep employee 
papers are austry. Us them ize the 4 to customers: ch rallies, 
for each = ployees— 38 enthusias™ peg a progress 
your store cares. ae — at aily Victory 
competition 
reports: 
b 
Let's Go: pond! Today! 
memorial $200 t Going 
she new F.D. Roosevelt Franklin Ge 
Urge your emp 200 Bon! Vv Bon 
B th 
The Treasury Department acknowledges with appreciation the publication of this message by 
+ This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and War Advertising Council * 
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One famous brand that serves 


TODDLERS TO TEENS 


51 years of fine Pennsylvania craftsmanship in 
shoes that incorporate every important health 
feature known to foot-fitting science. That's why 
you'll find this famous name featured in hundreds 
of leading children's shoe operations. Sorry, no 
new dealerships right now. It won't be long though! 















A. S. KREIDER SHOE CO., Annville, Pa. New York City Showrooms: Marbridge Bldg., 47 W. 34th St. 








Guild House Opens in Boston 


[CONTINUED FROM PAGE 63] 


the fine specialty shop of that city, 
where, temporarily, the I. Miller shoes 
will be sold in their upstairs shoe de- 
partment; in the near future a new and 
more modern department will be built 
featuring better shoes and accessories. 

The market for better shoes, declared 
Mr. Grossmann, has always been 
greater than the supply made available 
to the American woman. In addition, 
he claims, there has been a lack of spe- 
cialization and service on better shoes 
and accessories, and the accomplishment 
of unit production by the industry is 
more an indication of weakness in 
presentation and merchandising than of 
the natural acceptance that was prev- 
alent even during pre-war times. 

The practice of selling better shoes by 
the general shoe department or the shoe 
store that attempts to feature many 
price lines and types in one common 
space and with one sales organization, 
shows a lack of understanding of what 
consumers want and is definitely a 
negative for postwar distribution. 
Therefore, the I. Miller principle re- 
volved first on the concept of specializa- 
tion both in physical layout—in organi- 
zation—as well as around a given group 
or limited grades of shoes. Such divi- 
sions or stores are to be handled by 


92 


specialists, whose income and future de- 
pend upon the growth of these depart- 
ments or stores. 

He also stated that during recent 
months there has been much discussion 
regarding balanced production—twelve- 
month production and twelve-month dis- 
tribution at point of retail at a profit. 
in order to accomplish this, retail dis- 
tribution must be parallel to factory 
production, policies and ambitions, just 
as factories require daily orders and 
periodic style selling, so must their dis- 
tribution at point of retail be done 
through specialization that sells daily 
and buys periodically because of the 
need to service clientele and to make a 
profit. 

Under this form of specialization, a 
shop or department would carry the 
most complete stock in town in the 
grade and cater not only to size fittings 
on occasional hot shoes of the month, 
but rather to servicing with a balanced 
line of shoes for all occasions and for 
various types of feet—also shoes to go 
with types of clothes, such as dressy, 
casual, country, etc. 

There are two classes of consumers 
for better shoes—one who like to shop 
in a store offering apparel, shoes and 
accessories, and the other who prefer 


to shop in a store off the street, more 
highly specialized in its service of shoes 
and accessories, which has its natural 
following. To meet this natural de 
mand in the case of Boston, I. Miller is 
extending its services to the women of 
Boston by offering their shoes through 
the Guild House as well as the Conrad 
shoe department. 

Prior to the war, Mr. Grossman con- 
tinued, distribution on shoes at $12.9 
and up was 1.4 per cent of the women’s 
shoes manufactured in this country. In 
dresses from $39.50 and up, it was 11 
per cent. 

During the past years, prior to the 
war as well as during the recent war- 
time period, the I. Miller company has 
made careful studies and surveys of 
consumer acceptance for better shoes 9 
that they could intelligently plan their 
future distribution. They are confident 
that through the development of spe 
cialization and proper physical depart- 
mentalization, and through the encour- 
agement of competitive operations in 
cities, the American market can pro 
duce a 4.5 per cent of women’s shoe pro 
duction from $12.95 up, and that this 
greater distribution would ultimately 
bring a greater acceptance for better 
accessories, better apparel, and better 
other items that sell in shoe stores. Re 
cent tests made through the develop 
ment of such specialty departments in 
apparel stores indicate that after the 
opening of the new shoe section, sales 

[TURN TO PAGE 121, PLEASE) 
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A’ New TERIAL... 


Bou old Warll 


After years of research, GENCO, a new material for platform soles, 












was perfected during World War II. With it, comes an amazing new 

“resilient comfort” to platform shoes. First introduced for style appeal, 

platforms now can be sold for their comfort appeal, for GENCO 
' ; platform material never loses its resiliency by matting down, spreading 

ae or curling. A product made by combining the long and short fibers 

of certain wood products, it will outlast the life of any shoe. This new 

product is a cousin of the famous GENCO heel—made by the same 


people. A GENCO platform and a GENCO heel makes a perfect base 


unit for a shoe. 





The shoe illustrated 
is made by one of 
America’s most re- 
liable manufacturers. 


GENERAL BOARDS COMPANY. 3307 NORTH BROADWAY, ST. LOUIS 7, MISSOURI 
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Recommending ... 


THE BRUISER 


ANOTHER PROOF 
THAT CUSTOM CHARACTER 
NEED NOT BE EXPENSIVE 


Most styles $6:25 to $9.59 
—slightly higher west of 


the Mississippi. 


E. E. TAYLOR CORP 


MANU FACTURERS 


BOSTON 
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Editorial Outlook 


[CONTINUED FROM PAGE 53] 


shoe production reached a figure, which, in its opinjg 
would warrant such action, with indications favoriy 
an early date. 

The end of rationing will, unquestionably, pose , 
problems for shoe merchants, but these problems 
tend to diminish as shoe production catches up 
demand. Meanwhile it will be a question of handlig 
the complaints and dissatisfactions of customers 
tact and diplomacy, endeavoring to satisfy their sh 
needs as far as possible and doing a good public rg 
tions job through advertising and direct contact at ty 
fitting stool. By these means the public should be ty 
the true facts as to how and why continuing sho 

- of labor, leather and materials still make it impossihk 
for stores to supply every wanted style and size. Cy 
tomers should be reassured with the promise that mo 
and better shoes will be available as civilian productin 
catches up with consumer demand. The end of ration 
ing had to be faced eventually, and it was inevitabk 
that the return to free selling should raise some problens 
for shoe stores. Perhaps it is better to face those prob 
lems now, and put rationing worries behind us as som 
as that is possible. 


Nylons, or Not? 


[CONTINUED FROM PAGE 59] 


nylons, when they become plentiful, will have the added 
attribute of fitting all your customers. If they are lon 
or short, wide or narrow, there will be a pair of nylom 
to satisfy them. Only about half the mills expect to gp 
all-out on the production of proportioned lengths in th 
beginning, and these are the mills which did so in pre 
war years and in rayons all along. Others, that either 
never did emphasize them, or curtailed production dur 
ing the war, will follow suit early next year. 

Only one or two colors will be made by each mil 
to start with, but several hosiery stylists predict a new 
and fabulous era for nylons when every woman will be 
able to bedeck her limbs in any color of the rainbow. 
Though a number of the stylists throw back their hands 
in horror at the mention of costume colors, others look 
upon them as a promotion necessity for the future 
when a stocking surplus is reached. 

The battle of the seam, as the public relations direc 
tor of the largest seamless mill terms it, is already under 
way, with full-fashion adherents citing poor fit and 
cheapness of make as no-seam evils leading to a tooth 
and nail competition in prices. Seamless advocates, 
however, counter with statements of increased progres 
in preboarding the nylon to perfect fit, and growing 
public demand for the bare-leg look. In fact, one lead 
ing mill is opening a new plant just for the production 


of seamless nylons. 
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Shoe News 








RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 





—_—_ 


St. Lours.—Now that the week-long 
exhibit of Spring shoe lines is over, St. 
Louis manufacturers are appraising it 
as the biggest concentrated shoe activ- 
ity here since the 1936 National Shoe 
Fair, with orders reaching an estimated 
$50,000,000. 

Attendance at downtown hotels and 
factory displays totaled several thou- 
sand, although lack of a registration 
system made an accurate tabulation 
impossible. Buyers trooped from ex- 
hibit to exhibit, tolerating cheerfully 
a marked disorganization born of the 
worst hotel congestion experienced here 
in three years. 

Despite their eagerness to replenish 
depleted stocks, augmented by a definite 
swing toward leather shoes, dealers 
generally were held to last season’s 
pairage. The recent increase in manu- 
facturers’ quotas was not evident in 
sample rooms. Some naturally went to 
favored customers, but much of it will 
not be made up because of the labor 
shortage 


An undiscussed but nevertheless con- 
spicuous feature of the show, in fact, 
was the absence of radical style de- 
partures. Most of the change centered 
in increased sandalizing, platform soles, 
greater shoe elasticity and higher heels. 

Manufacturers did not say so, but 
they are reluctant to buy their full ma- 
terial allowances until the labor situa- 
tion clarifies. This, plus a shortage of 
upper leather, especially light grades, 
accounted for what some retailers called 
the most conservative pattern altera- 
tion of any peacetime year in their 
memory. Several shoe producers, par- 
ticularly those in high styles, plan to 
add more styles swiftly as soon as 


Shoe Buyers Besiege St. Louis Salesrooms 


Orders Reach an Estimated $50,000,000 at St. Louis Spring Opening 
—Few Radical New Styles Shown—Interest in Platforms, 
Sandals, Higher Heels, Elasticizing. 


labor, material and price relief comes. 

Despite manufacturer partiality to 
approved and quick-production pat- 
terns, many trends were visible for 
women’s footwear when the industry is 
free again. These include new flat 
lasts, variations of the ballet slipper 
idea, new shapes of ankle straps and a 
decline in color. In the color category 
black suede will continue to lead by 60 
per cent or more, dealers believe, with 
heels either extremely high or extremely 
low. 

In men’s shoes buyers gave prefer- 
ence to standard models suitable for 
business and street wear, passing up to 
considerable extent the limited sports 
lines available. The dealer allotment 
system was an effective bar to branch- 
ing out into two-tone styles, however 
great the temptation. Demand for 
year-around wear is too intense to 
make advisable the stocking of special 
occasion models at the expense of sta- 
ples. 

While this showing was not marked 
by drastic change, women’s shoes, none- 
theless, generally reveal a greater 
break-away from the ultra-conservative 
than in any of the war years. The im- 
pending end of rationing has accentu- 
ated the swing to leather, although 
some types of plastics will persist. The 
clean-out of non-rationed types has left 
dealer inventories at a record low with 
manufacturers still far behind on de- 
liveries. ° 

Bookings are believed to have reached 
a record for this market, although esti- 
mates on pairage are not available 
since two of the larger manufacturers 
did not have a public showing of their 
lines. 





UNRRA Buys Canadian Shoes 


MONTREAL, CAN.—The United States 
Relief and Rehabilitation Administra- 
tion has purchased 1,000,000 pairs of 
Canadian shoes for distribution in the 
Low Countries and France and possibly 
Norway. 
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In making the shoes, the industry 
will use bull hides, split hides and re- 
jects, which will serve the double pur- 
pose of reserving high-grade leather for 
the Canadian markets and catering to 
a heavy demand overseas. This type of 
will use bull hides, split hides and re- 
rope before the war, officials said. 


Shoe Rationing Ends 


WASHINGTON—Shoes and all types 
of footwear were released from ration- 
ing as of midnight Tuesday, Oct. 30. 

“Production of rationed type shoes 
has taken a big jump since V-J Day, 
OPA Administrator Chester Bowles 
said. “Approximately 28,000,000 pairs 
were made in October as against 20,- 
000,000 in August. Prospects are that 
output for November and December 
will reach 29,000,000 to 30,000,000 pairs 
per month, equal to normal consumer 
demand before the war.” 

All the rationing records and ration- 
ing evidences, OPA said, may be dis- 
posed of. 


Demand Fair Distribution 
Of Merchandise 


Detroit, MicH.—A demand for fair 
preference for establishing shoe mer- 
chandise on the part of manufacturers 
now that shoe production is being in- 
creased was voiced by William Adams, 
president of R. H. Fyfe’s. Inventories 
are so low at the present time that 
it would take six months or more to 
get them up to normal after produc- 
tion is increased by facteries, Mr. 
Adams said. It is only fair that fac- 
tories should give first preference on 
their new production to the accounts 
who have been loyal to them over a 
long period of time. If the manufac- 
turers should spread the increase on 
a quota basis over both old and new 
accounts alike it will still severely 
handicap the loyal customers. 

The same idea was strongly support- 
ed by many other Detroit shoe dealers 
including David Lieberwitz of David's, 
past president of the Detroit Retail 
Shoe Dealers’ Association, who express- 
ed the point of view that many manu- 
facturers have been attempting to se- 
cure more new accounts rather than 
to cultivate their old ones. This situa- 
tion was the subject of serious discus- 
sion at a meeting of the Detroit shoe 
group, including both travelers and re- 
tailers, with the spokesman of the 
Travelers group defending the policies 
of their individual companies. 

A. A. Weiss, secretary of the Detroit 
RSTA, pointed out that, in his opinion, 
this condition would result in such an 
increase of retail outlets that the shoe 
salesman would be entirely eliminated. 
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ASCO SKI BOOT 


Limited Allotment of Authentic Ski Moc 


Smooth Waxed Brown Split Leather Uppers. Retan 
Leather Tip. Grooved Regulation Ski Heels. 9 Iron 
Full Leather Midsole. 16 Iron Rubber Outsole. Green 
Felt Top Facing. 


IN STOCK — IMMEDIATE DELIVERY 


STYLE No. 232—Ladies', leather sole ski boots, sizes 3-9...... $4.25 
STYLE No, 237—Men's, leather sole ski boots, sizes 6-12....... $4.50 


STYLE No. 231 
Ladies’ sizes 3-9 





PLEASE ENCLOSE RATION CURRENCY 








NESLA Honors 6. J. Tobin for War Record 





Attending the New England Shoe and Leather Association's testimonial dinner 
to Gregory J. Tobin. Left to right: J. Edson Andrews, treasurer, Gale Shoe Mfg. 
Co., former Chief, Shoe Section, WPB; Col. B. J. Finan, Commanding Officer, 
Boston Quartermaster Depot; Mr. Tobin; Paul O. MacBride, director, Milford Shoe 
Co., and chairman of the committee; Neal O'Hara, toastmaster; H. O. Rondeau, 
treasurer, H. O. Rondeau Shoe Co., and president of the association. 


Boston, Mass.—The New England 
Shoe and Leather Association’s testi- 
monial dinner held recently in honor of 
Gregory J. Tobin in recognition of his 
outstanding achievement as a shoe con- 
sultant to the War Department from 
1941-1945 was highlighted by the per- 
sonal appearance of Governor Maurice 
J. Tobin, who congratulated Mr. Tobin 
and the shoe and leather industry gen- 
erally for their fine war record—‘“sec- 
ond to none.” 

Several hundred members of the as- 
sociation and their guests, all contrac- 

’ tors for the Boston Quartermaster 
Depot, enthusiastically praised Mr. 
Tobin for his personal accomplishments 
during World War II, symbolized by 
his receiving the highest civilian award 
granted by the Army: the Emblem for 
Exceptional Civilian Service. Mr. 
Tobin was responsible for the procure- 
ment of over 125,000,000 pairs of shoes, 
in addition to leathers, rubber items, 
shoe lasts, patterns, etc. He instituted 
important developments in new types 
of footwear, resulting in an increase 
from 13 to 65 in the major types of 
footwear procured by the Boston Quar- 
termaster Depot. 


In addition to a gift presented Mr. 
Tobin in behalf of the association by 
Paul O. MacBride, chairman of the 


% 


sponsoring committee, Mr. Tobin was 
also awarded a Certificate of Apprecia- 
tion by General Georges F. Doriot for 
his services as a member of the Army’s 
Military Planning Commission. This 
presentation was made by Colonel 
Bernard J. Finan, Commanding Officer 
of the Boston Quartermaster Depot, 
who spoke in high praise of Mr. Tobin’s 
and the shoe and leather industries’ 
fine war record. 

An unusual event at this meeting 
was the presentation by Colonel Finan 
to H. O. Rondeau, president of the New 
England Shoe and Leather Association, 
of a pair of parachute boots worn 
throughout the war by Major-General 
Fredericks, the youngest general of 
World War II, the holder of more 
medals than any other soldier, and one 
who was wounded nine times. 

Other guests were: J. Edson An- 
drews, who spoke for the War Produc- 
tion Board’s Shoe Branch; and Max- 
well Field, the association’s executive 
vice-president and secretary. 





Move to Larger Offices 

New YorK — American Factors, 
Limited, have moved to larger offices 
at 11 West 42nd Street, here. The firm 
was formerly located at 341 Madison 
Avenue. 


Central Pennsylvanians 
Hold Banquet 


HARRISBURG, PA.—The 8th annual 
banquet of the Central Pennsylvania 
Shoe & Leather Association was held at 
the Penn-Harris Hotel in Harrisburg, 
Pa., on Friday evening, Oct. 19. Freed 
of the wartime pall of the past four 
years, a capacity gathering of 225 mem. 
bers and guests had a most enjoyable 
evening. 

The banquet program moved along 
smoothly’ under the able toastmasterm 
ship of Grant D. Gerberich, of Ger 
berich-Payne Shoe Co., association 
president. E. S. Gerberich welcomed 
the audience with some timely and well 
chosen remarks in his role of welcoming 
speaker. Featured talk of the evening 
was given by C. William Duncan, Lt. 
Commander, U. S. Navy, recently re- 
tired. Mr. Duncan, who is now a mem- 
ber of the editorial staff of The Phila- 
delphia Inquirer talked on “Close Ups 
of Famous Americans—1945.” His 
amusing anecdotes and experiences 
with people in public and political life 
provided a delightful evening for his 
listeners. Outstanding were his en- 
counters with the rough and tumble 
John Nance Garner, former vice-presi- 
dent; Thomas E. Dewey, Babe Ruth 
and Wiley Post, globe girdling aviator, 
now deceased. Pulling together in team- 
work for the nation is the important 
objective now, he stated. 

The success of the Harrisburg affair 
was due to the tireless efforts of a com- 
mittee headed by L. E. Beaudin, chair- 
man, and A. A. Burnett, co-chairman. 
Committee personnel included W. L. 
Altenderfer, Joseph M. Bradley, Frank 
Brawley, T. F. Carfagno, John Hung- 
ler, Galen B. Horner, S. L. Ingraham, 
L. W. Keith, Robert Lang, H. E. Snay- 
berger, R. L. Stiles. 

Seated at the speaker’s table were 
officers and directors of the association 
as follows: Harry Snayberger, T. E. 
Kirkbride, Norman Badorf, Grant Ger- 
berich, L. E. Beaudin, E. S. Gerberich, 
L. V. Hershey, E. L. Stephens, A. A. 
Burnett, T. F. Carfagno, R. L. Stiles, 
Charles H. Coulson and John Miller. 


Boot and Shoe Recorder 


7 
t 
' 
i 
I 
f 
1 
: 
i 
1 
< 



















+S] TREES PE 


eee ek. ee 















- BALLET CASUALS {*) 
4 


te outdeur wear. om 


made, hand lasted. Featur- 


ing patented “Rhythmic 
Balancer” — invisible air- 
foam walking sole. All 


leather, non-rationed, nylon 
sewed. Featured in leading 
First 
playshoe to be made of 
doeskin. They're washable. 
Distinctive packaging 





THE ATRIC 


Rima Ballerina 
np és 


True ballet slippers adapted / Z 


black 
Style mumber (12) 
Chamois, black, red, blue, 
green, gold ....$3.00 
Style number (13) 
Size—3 to 
width, full sizes 


Packed—36-pair cases 














Waiting For Post-War 





Shoe Developments? 
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Whatever they prove to be, none 
can match the.combination of ap- 
pealing style and inner ease and 
comfort of Bellaire construction, 
for active women. 
tomer to Bellaire shoes, — she’s 









Fit a new cus- 






your “regular” from then on, and 
a repeat-customer for the shoes 
that never fail to give a busy 
woman what she wants. 


BELLAIRE SHOE COMPANY 


VCR SELLE NEIL IS 


Plan MASRA Showing 
In January 


PHILADELPHIA, Pa.—Plans for their 
first post-war Shoe Mart were made 
in Philadelphia by the Middle Atlantic 
Shoe Retailers’ Association at an ex- 
ecutive meeting held on October 14 in 
the Blue Room of the Hotel Philadel- 
phian. Because of overcrowded condi- 
tions in downtown hotels, the choice 
first had to be decided upon—whether 
to have the shoe show wherever at 
least likely space was available, or 
net to have it this year at all. An 
overwhelming number of reasons for 
not skipping a showing this year caused 
the favorable decision. 

The dates for the MASRA Shoe Mart 
were set for Jan. 13, 14 and 15 at the 
Hotel Philadelphian. 


It is more important than ever be- 
fore for this shoe show to be held,” 
said Stanley Berger, second vice-presi- 
dent and presiding officer. “The need 
for more merchandise is universally 
felt by every retailer. Even if a mer- 
chant can get but a few pairs of the 
shoes he needs to put into his store’s 
stock, he will be grateful for having 
had the opportunity to attend this 
Shoe Mart.” 

Cal J. Mensch, secretary, read sev- 
eral letters from shoe manufacturers 
and jobbers already asking for space 


November |, 1945 





PIO OOO 





in which to exhibit their merchandise 


even before a definite decision was 
made to have this showing. This will 
be the 32nd annual meeting of the 
MASRA representing six states. Buy- 
ers and retailers’ representatives are 
invited to this show from any state in 
the union. 

“What can I learn about shoe mer- 
chandising?” is a question whose ins 
and outs will be tackled by luncheon 
speakers who know the subject and can 
speak interestingly, entertainingly, and 
provide the information that every shoe 
man can apply to his own merchandis- 
ing advantage. 

A committee was formed to assist 
cut-of-town guests in finding hotel 
rooms for the three-day showing. 

Members of the executive board of 
the MASRA present at this meeting 
were: Stanley Berger, of the Dr. 
Locke Shoe Store, Philadelphia; Cal J. 
Mensch, secretary, Pittsburgh, Pa.; 
John D. Dunn, of Betz & Dunn, Hag- 
erstown, Md.; Louis Bendheim, of 
Wilmington, Del.; Murray S. Rolfe, of 
Dalsimer, Philadelphia; I. C. Smashey, 
of Bridgeton, N. J.; Mose Leibowitz, 
of York, Pa.; Reuben Gorden, Phila- 
delphia; I. Frank Oberfeld, Philadel- 
phia; and J. Kimmelman of the Vanity 
Shoe Co. A further meeting of the 
executive committee will take place the 
first week in December at which time 
plans for the successful presentation 


MAINE 
CKNEY 


PORTLAND 


WALKER 


of the Shoe Mart to be held in Janu- 
ary, will be carefully considered. 





Revise Legal Handbook 
For Manufacturers 


Boston, Mass.—Legal phases cover- 
ing contractual obligations between 
shoe manufacturers and buyers are di»- 
cussed in the revised booklet “Some 
Legal Stop and Take Care Signs For 
Shoe Manufacturers,” a later edition 
of which is now being distributed to 
its membership by the New England 
Shoe and Leather Association. 


The booklet, prepared by association’s 
counsel, outlines briefly the legal rights 
cf shoe manufacturers and, buyers 
under varying conditions. It point« 
out the necessary legal provisions of » 
sales contract; discusses proper safe- 
guards in making deliveries under ger- 
eral trade practice; outlines sellers’ 
and buyers’ responsibilities for breach 
of contract; manufacturers’ rights if 
buyers’ cancel a contract; legal pay- 
ments and guarantees. 

This handbook is designed as a guide 
to the more efficient conduct of busi- 
ness. It aims at the elimination of 
faulty interpretation by laymen on 
phases of the business covering such 
legal steps as may become necessary 
under certain specified conditions. 
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Style FC-40: Top quality strap leather top, cellular rubber body, 
brown suede bottom 


VOSBURG FOOT APPLIANCE CO. 


WE ALSO MANUFACTURE AND STOG 


A COMPLETE LINE OF 


Sponge Rubber Metatarsal Pads 
Instep Cookies 

Molded Leather Shells 

Felt and Sponge Rubber Heel Pads 
Shoe Polishing Brushes 


$18.00 doz. pairs 


Write today for a run of sizes and for ou 


catalogue R-15 


1616 LAVACA ST, 


AUSTIN TEXAS 


——., 





Varied Program Planned for Boston Show 


Fashion Experts, Boxing and Wrestling Bouts on Agenda for Benefit 
of Visitors to Victory Shoe Market Week 


Boston, Mass.— Adelaide Hawley, 
nationally known fashion expert with 
Metro-Goldwyn-Mayer and with the 
National Broadcasting Company, will 
be one of the headliners at the Victory 
Shoe Market Week, Nov. 5 through 
Nov. 9. 

Miss Hawley will bring to Boston 
with her the fashion editors of several 


fashion magazines, and these will 
occupy seats at the head table at the 
Shoe Fashion Luncheon on Tuesday, 
Nov. 6, in the ballroom of Hotel 
Statler. 

It was also announced that Jack 
Sharkey will referee the three boxing 
bouts at Mechanics Building the night 
of Wednesday, Nov. 7. That night Me- 
chanics Building is to be transformed 
into a Gay Nineties replica of Coney 
Island and the Bowery. There will be 
singing waiters, buffet service, barber 
shov quarters, and in addition to the 
boxing bouts, there also will be three 
wresting bouts. The New England 
Shoe and Leather Association officials 
in charge of the show have secured the 
co-operation of leading’ promoters to 
bring real champions into action at 
this show. 

Headquarters for the Victory Mar- 
ket Week are to be at Hotel Statler, 
with overflow crowds and exhibits at 
the Parker House, the Touraine and 
the Copley Plaza. 

“Miss America” is also to be here 
for the Victory Shoe Market Week and 
will be an honor guest at the Fashion 
Luncheon. 

Maxwell Field, executive secretary 
of the New England Shoe and Leather 
Association, is manager of the show, 
with Ken Holly as general chairman. 

Shoe buyers will be assisted in lo- 
eating every shoe line on display in 
Boston during this Victory Show by 
an official directory which will list all 
association members with sales offices 
in Boston, as well as each exhibitor 
at one of the participating hotels. This 
directory will also list the great num- 
ber of companies from the allied trades 
which will show their post-war lines 
on the mezzanine floor at the Hotel 
Statler. 

Members of the committees in charge 
of the show are as follows: 

Vietory Shoe Market Committee: T. 


Kenyon Holly, Holly Shoe Co., chaip 
man; Robert Adams, Charles Cushmg 
Co.; Stuart Armstrong, Wiley-Bid. 
ford-Sweet Corp.; A. W. Berkowitz 


Bourque Shoe Co.; Murray Bernstei, 


Panther Panco Rubber Co.; A. S. Burg, 


A. S. Burg Co.; Daniel Danahy, H. 7 


Brown Shoe Co.; George Dempsey, 
Farmington Shoe Mfg. Co.; William E 
Doyle, W. 
Edison, International Fabric 


Corp.; 


Robert Goldstein, Plymouth Shoe Co; 


Louis Hartman, Hartman Shoe Mfg 
Co.; Roy T. Johanson, Eagle Shoe Mfg 
Co., Inc.; Nat Lyons, Saco-Moc Sho 
Corp.; Frank Masterson, 
Co.; James Molloy, 


Co.; Joe Rubin, Gardiner Shoe Co. 


Jack Sandler, A. Sandler Co.; Myer 


Saxe, Keaslon Shoe Co.; Frank She 
piro, Consolidated National She 
Corp.; Samuel Slosberg, Green Shoe 
Mfg. Co.; Henry Stillman, H. C. Stilt 
man Shoe Co.; Ben Stone, Stone-Tar 
low Co., Inc.; Manny Sulkis, Stem 
Sulkis Shoe Co.; Ben Winer, Maine 
Shoes, Inc. 

“ Other committee chairmen are # 
follows: - Hotel display and sleeping 
rooms, George A. Dempsey; allie 
trade exhibits, Mark A. Edison; 
finance, Abe W. Berkowitz; entertair 
ment, Robert Goldstein; advertisement 
and publicity, including style show, 
Jack Sandler; other exhibits, James 7. 
Gormley; shoe wholesalers, Francis ¢ 
Masterson. 


To Open Shoe Salon 


PHILADELPHIA, Pa.—Maurice J. Yor 
kin, trading as Maurice Fashions, wil 
open a shoe salon for women’s and de> 
utante footwear in a new ready-to-weat 
apparel shop, Gilman’s Fashion Cornet, 
on West King Street, in Lancaster, Pt 
The firm also has a store in Reading, 
Pa., in which Maurice Fashions ope 
ates a shoe salon. 

Other stores in which a similar ope 
ation takes place are Lousols, Philadé 
phia, and the Nance Cosgrove Store # 
Germantown, Pa. Maurice Fashions & 
pects to expand further in the Sprint 
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The Promotional Line Of Tomorrow 


Direct From Manufacturer To Retailer... 


Design Patent 
Reg. U. S. 


Pat. Off. 


For Every Gal, For Every Mood, For Every Occasion 
They're Exciting, Original, Sophisticated 


@ Tested and proven, their more 
satisfactory wear makes 
Ropecraft more acceptable 
everywhere! 

® Softly cushioned sponge rub- 
ber platforms. 

@ ROPECRAFT: Sole owners 
of all patent rights to 


these two functional soles * Cord Sole Patent Nos. 
135962; 139963; 479311. Heavy Rope Sole Pat. 
No. 140649. 


—— FACTORY: 15% Van Houten Street, Paterson, New Jersey 
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[ mpressive style reflections, measured in relation to fit 
and quality, portray the possibilities of the « WANDA” 


STYLE STUDIOS 
Marbridge Building, New York 286 Congress Street, Boston 


UNITED LAST COMPANY 


“Fit-Foremost Lasts”’ 
140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Your problems are many these days. 
You're short of help, handicapped by 
‘gcarcities. Never was it more important 
“toyou to take fullest possible advantage 
“of every avenue of profit open to you. 


Relieving your customers’ foottroubles 
“isa rich source of EXTRA profits for 
"you. 7 out of every 10 have them. They 
/ want relief. While you are fitting them 
‘with shoes is the opportune time to 
bring up the question of foot troubles. 

These sales properly belong to YOU. 
If you don’t make them someone else 


WILL. 
So, resolve right now to make the most 





7 IN 10 OF YOUR CUSTOMERS HAVE IT. 
WHY LET THE FINE PROFITS OF THESE 
MANY POTENTIAL SALES GO TO OTHERS? 


THE SCHOLL MFG. CO., Inc., 


of these many profit opportunities by 
stocking up on the necessary Dr. 
Scholl’s Foot Comfort* Remedies, Ap- 
pliances and Arch Supports to meet 
every common foot trouble need. 
The investment is nominal, your turn- 
over frequent. And with nationally ad- 
vertised Dr. Scholl’s you have what all 
America knows is the best. 

Send for our new catalogue. 





FREE HOME STUDY COURSE 
it teaches you how to render Dr. 
Scholl’s Foot Comfort Service. Very 
easy to master. Yours for the asking. 
Write for details TODAY. ~- 











213 West Schiller St., Chicago - 







Relief 
Profits 
Can Pay 
Your 
Rent! 




















62 West 14th St., New York 








New Line of Men’s Shoes 

Sr. Louis, Mo.—A new line of City 
Glub shoes, backed by an intensive na- 
tionwide merchandising program, has 
been announced by Peters Shoe Co., di- 
vision of International Shoe Co. 

The City Club shoe will have a price 
tange of from $6.50 to $9.85. 

Representatives of the company were 
enthusiastic over the new line and the 
merchandising program behind it when 
they first saw it at a sdles meeting here 
the week of October 15. 

The new City Club Luxury-Tred is 
said to be resilient, flexible, and com- 
pletely insulated. Also, new-type in- 
soles resist curling and lumping, the 
shoe is scientifically designed, and goes 
on the market only after being sub- 
mitted to a series of rigid laboratory 
and performance tests. 

The Arch Helper is designed for men 
who demand a trim, well-fitting shoe, 
yet whose feet are subject to abnormal 
strain. A Three Point Tread, consist- 
ing of heel, inner longitudinal and 
metatarsal pads, is the feature of this 
line. 

Back of the new City Club line is an 
intensive national advertising program. 
It is to be used extensively in all na- 
tional magazine advertising, local 
dealer newspaper ads, radio commer- 
tials, window displays, point-of-sale 
merchandisers and direct. mail. 

New packaging, new labels, and new 
shelf displays also have been built to 
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aid dealers in merchandising. Another 
dealer aid is a pocket booklet for sales- 
people, and the Peters Shoe Company 
also plans resumption of its in-stock 
service as soon as conditions permit. 
Marketed with the new City Club will 


be the “Claston” shoe for men. This 
shoe in the popular-priced field will give 
dealers handling Peters shoes a com- 
plete price range. 

The national consumer advertising 
program will be launched next March. 





Opens New Children’s Store at Hornung’s 





Terre Haute, Ind.—This new children's. shoe store, is owned and operated by 
Ray H. Hahn, at Hornung's here. The store is located next door to the Hornung 
store. Mr. Hahn has operated a leased department in the downstairs of the store 
since 1939; his business has grown to such an extent that he now occupies as much 


ground floor space as the original store. 
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RUBBER FOOTWEAR 
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LEADERS FOR 


68 Years! 


W...DOUGLAS @ SHOE CO.. BROCKTON 15. MASS 





X-RAY SHOE FITTERS 








M. B. ADRIAN 


the ORIGINATOR of x-ray shoe fitting, 
Presents the 





**SPECIAL,"’ the finest in x-ray shoe fitting 
_ equipment. 
Write for information & literature 
“Replacement parts fer your present machine’ 


TUBES SCREENS TIMERS TRANSFORMERS 
M. B. ADRIAN & SONS X-RAY CO. 











2507 Se. Howell Ave. (new address), Milwaukee 7, Wis. 





Named Gro-Cord 
General Manager 


Lima, OnI0.—Kyle L. Menuez has 
been named general manager of the 
Gro-Cord Rubber Company, here. Mr. 





KYLE L. MENUEZ 


Menuez has had a wide experience in 
both managerial and executive posi- 
tions. Prior to accepting his new post, 
he was an associate partner with Fry, 
Lawson and Company, management en- 
gineers of Chicago and New York, and 
was previously associated with another 
management engineering firm. 

Before going into the management 
field, Mr. Menuez served for about four- 
teen years in the rubber industry and 
had been associated with the Firestone 
Tire and Rubber Company and the 
India Tyre and Rubber Company, Great 
Britain, Ltd. 

With Firestone, he was an executive 
accountant in the mechanical goods di- 


-vision, devoting his time to manufac- 


turing and cost controls for automotive 
equipment, special equipment processes 
and methods. He also assisted in the 
establishment and served as comp- 
troller in one of the company’s newest 
subsidiary plants. 

With the latter company, he served 
as assistant to the managing director. 
His duties included financial planning, 
budgeting and control, selling price 
control, planning and development of 
manufacturing facilities. 

His earlier training and education 
were in the fields of engineering and 
accounting. Through his professional 
experience, he has built up a wide 
acquaintance with many industries 
throughout the United States. 


Dungan-Hood Observing 
75th Year 


PHILADELPHIA, Pa.—Dungan, Hood & 
Co., Inc., is celebrating its 75th anni- 
versary this year as a kid leather tan- 
nery. The company has principally 
produced black glazed kid with the ad- 
dition of glove and garment leather for 
the armed forces during the war. 
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|| Give a trial by placing your order 
with our company. Prompt Delivery 
Seapestons — CAVALIER LIQUIDS and 
CREMES, ESQUIRE, NUGGET, WHITTEMORE 
PASTES. PIERCE, MILLER, ANDERSON SHOE 


The Paterson Leather Company 
374-376 Main St. Paterson 1, N. J, 
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DISPLAY SHOE FORMS 








CELLULOID — ladies’, misses’, shildren's —. flesh 
color only, varied heel heights and sizes—immediate 
delivery. 


Also PLASTIC (Lueite) DISPLAY SHOE STANDS, 
men’s or women’ s—attractive. 


Write for samples or details 
LYONS & COMPANY 
120 Duane Street, New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 

















The company was founded in 1870 by 
several journeymen leather workers, 
one shaver, one beamsmen, several fin- 
ishers, and one person whose status can 
no longer be determined, each subscrib- 
ing $800 toward the partnership capi- 
tal. These original founders were: Rob- 
ert Dungan, James Hood, Felix Hanlon, 
Miles Sweeney, Francis Hagerty, Ed- 
ward Carrigan, Robert McCreedy, Sam- 
uel Creighton and James Wright. Of 
these, James Wright withdrew in 1872, 
Francis Hagerty in 1885, and Robert 
McCready in 1889, leaving six partners 
in the business. 

On September 18, 1894, the company 
took out a Pennsylvania charter under 
which it still op@rates. 

About 1900, Charles P. Vaughan and 
Ira Vaughan, of Massachusetts, after 
disposing of their business, the 
Vaughan Machine Co. of Peabody, 
Mass., purchased an interest in the 
company, and when the last surviving 
founder of the business, Felix Hanlon, 
decided to retire, they bought his stock, 
thereby becoming sole owners of the 
company. 

Under their administration, the busi- 
ness expanded, and they continued their 
interest in it until their deaths, Ira 
Vaughan in 1927, and his brother, 
Charles, in 1936. 

The present management of the com- 
pany consists of Karl F. A. Hill, presi- 
dent and treasurer; Harry H. Heller- 
man, Jr., vice-president and sales man- 
ager; James F. Penrose, secretary; and 
Levi J. Loper, assistant secretary. 
Harry Tufts, vice-president and sales 
manager, retired on October Ist, 1945, 
after forty-two years with the com- 
pany. 
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WOMEN’S CORDUROY 


Terms: Net 10 Days 
F.0.B. New York 
Minimum Orders 18 Pairs 


Style No. 806 
Sizes 4-9 > 


In-Stock 
At Once Delivery 





SLIPPERS 





* Soft Padded Sole 
a ¢ Full Platform 


® Colors: Red and Blue 
Bive and Red Combinations 


Exhibiting at: Boston Show — November 5-9 
Room 633 — Hotel Statler 
Pennsylvania Show — November 11-13 | 
Room 543 
Hotel William Penn, Pittsburgh, Po. 
| 
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e Unbreakable 


































e@ Permanent Finish 





@ Pleasant to Touch 
e Lustrous Colors 
e@ Uniform Shape 











e Low Cost 


These Improvements Over the 
Fine Original Assure: 


QUICK SALES! 


Molded 2? ration 


4407 W. HURON ST. CHICAGO 44, ILL. 









Manufacturers of the famous Gits Knives, 
’ Sevings Banks, Games, Protect-o- Etc. 
* 


CANADIAN DISTRIBUTOR: Koehn, Bald & Ladden, Lid., 69 York St., Terente 





Eaton Workers Receive 








Army-Navy “E” 


BrockTon, Mass.—At an impressive 
ceremony, held at the Fair Grounds 
here on October 19, the Charles A. 
Eaton Company of this city was award- 
ed the Army-Navy “E” for excellent 
work done in making Army footwear. 
Representing the Under-Secretary of 
War and the Army procurement agency 
with which the Eaton company did 
business during the war, was Colonel 
Bernard J. Finan, Commanding Officer, 
Boston Quartermaster Depot. Repre- 
senting the Navy was Commander John 
J. Lawless, Jr., U. S. N. R., Assistant 
Inspector of Naval Material, Boston. 
The company was represented by C. C. 
Eaton, Sr., and the employees by Thom- 
as Flood and J. Paul Murphy. 

Col. Finan pointed out that only five 
per cent of industries eligible for such 
recognition have won the award “be- 
cause standards wey set high and kept 
high.” “For five and one-half years,” 
he said, “your company manufactured 
Army shoes in tremendous quantities. 
I believe, during that period, you made 
over four and three-quarter million 
pairs of shoes—heavy field shoes that 
had to withstand the terrible wear and 
tear of battle.” . 

In accepting the award, Mr. Eaton 
paid tribute to his workers. 

In addressing the employees, during 
the award of the lapel pins, Comman- 
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New Salon-Type Store in Minneapolis 


Minneapolis, Minn.—New store o 





ied here recently by Boll's Shoes of Minne- 


pen 
sota, Inc., one block South of their former location. Colored indirect fluorescent 
lighting around the ceiling and mirrors is unusual and effective. The walls are of 
@ soft gray, and the drapes are of yellow and white. Figured plum is used for the 
carpet; the ceiling is light green. The mirrors are rose tinted, and when lighted 
provide a natural reflection. Stock room is at the rear, with offices on the mexzen- 
ine. The store was planned by Robert L. Piose of Chicago. 





der Lawless pointed out that “when the 
chips were down and American workers 
were being called upon to share the 
common lot of a nation at war, there 


was no hedging or dodging here. Other- 
wise you would not have qualified for 
this award. You earned it. You worked 
for it. You deserve it.” 
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INFANTS’ SLIPPERS 


we Se hes #9528 

ree Genuine Electrified 
Shearling Bunny 
dwith genuine 
shearling sole. 
Colors: red and 
blue. Sizes 1-6. 
Price $1.10. 








#9565 
Heavy Wool Felt 
Boot, printed with 
Playland design. 





Plain felt collar. 
Petia tak 
sole. Colors: red 
and blue. Sizes 
3-8. Price 85¢. 





#9577 


Genuine Shearling 
Faust with Snap 
Fasteners. Morocco 
Grain finished out- 


side. Colors: red 
and blue. Sizes 


3-8. Price $1.35. 


IMMEDIATE DELIVERY 
Terms: 2/10 n/30 


WIGGLETOE SHOE COMPANY 











355 Badger Ave. Newark 8, N. J. 








MEN'S SLIPPERS 


~~ 


MEN’S HARD SOLE EVERETTS 
Simulated Alligator 











$4.37 , ,. 


Net 30, F.0.B. 
Chicago 
SIZES: 6 to 12 


Immediate Delivery 


IRVING LAMET SHOE CO. 
329 W. Monroe St., Chicago 6, Ill. 
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O'Connell to Carry 
Dr. Posner Line 


New York.—R. B. O’Connell, who 
has had a lifetime of shoe experience 
covering retailing, wholesale merchan- 





R. B. O'CONNELL 


dising and road work, has joined the 
staff of Dr. A. Posner Shoes, Inc., as 
representative in eleven Northwestern 
states. 

Mr. O’Connell’s most recent connec- 
tion was as children’s shoe buyer at 
J. L. Brandeis & Sons, Omaha, Ne- 
braska, for the last two years. For 
fourteen years previous to that he was 
with the Godman Shoe Company of 
Columbus, Ohio, with ten years of ex- 
perience selling on the road and four. 
years in their planning and merchan- 
dising departments. Prior to that he 
was in the retail shoe business on his 
own for ten years. 

Mr. O’Connell’s headquarters will be 
Portland, Oregon. 


Friedman-Shelby Announce 


New Line 


Sr. Louis, Mo.—The John C. Roberts 
Shoe for men is making its debut to the 
trade and, backed by a nationwide ad- 
vertising and promotional schedule, will 
be available to the public early in 1946. 
The new shoe was developed hy Fried- 
man-Shelby, Division of International 
Shoe Co. Now in production, it was de- 
signed after extensive research, labora- 
tory and actual-wear tests to develop a 
complete line of shoes that combines all 
the qualities sought by men who de- 
mand distinctive footwear. 

It will carry the name of John C. 
Roberts, pioneer St. Louis shoe man. 

The new shoe was unveiled at a spe- 
cial sales conference in St: Louis dur- 
ing the week .of October 15. Salesmen 
were given the complete story of the 
shoe, told of the merchandising and ad- 
vertising program being planned for 
the line, and are now out in the terri- 
tory with the story and samples. 

A companion line will be the Robert- 
son Shoe, retailing at a slightly lower 
price, to give dealers handling the 
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SHOES + RUBBERS « SLIPPERS 
1313-17 W. 6 th St. Clevelar.d 13,0h 








Friedman-Shelby line a complete price 
range. 

In developing the John C. Roberts 
shoe, the makers kept in mind distine- 
tive footwear that also combines spe- 
cial comfort features. Thus, the shoe 
is said to incorporate such features as 
built-in flexibility where the foot needs 
freedom, rigidity where bones need sup- 
port; special, patented upper leather in- 
soles that will not crack, creep or curl 
at the edges, and at the same time pro- 
vide insulation from heat and cold; 
broad heel space with pear-shaped top 
lines; a three-way cushion feature, and 
a heel pad that absorbs shock. 

A complete merchandising schedule 
has been developed to aid dealers. Big 
volume models are to be manufactured 
as soon as possible in advance and main- 
tained in a central pool from which 
orders are to be filled as soon as re 
ceived. Also, attractive cartons and 
labels have been designed to harmonize 
with the style, dignity and quality 
theme of the John C. Roberts Shoe, 
which will give an &ir of distinction to 
the story. 

Other dealer merchandising aids in- 
clude local newspaper ads and mats, 
radio spot commercials, a complete line 
up of display pieces and point-of-sale 
merchandisers, customer inquiry le 
ters from Friedman-Shelby, _ local 
dealer-consumer letters, and pocket it 
struction booklets for clerks. 

An intensive consumer national aé- 
vertising campaign has been developed. 
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fleads Michigan 
fair Committee 


Perroit, Micu.—S. S. Weiss, presi- 
dnt of the Michigan Shoe Travelers’ 
(lub, has been named chairman of the 
Yichigan Annual Shoe Fair which will 
je he'd January 13, 14 and 15 of 
yext year at the Statler Hotel. The 
flowing have been appointed to serve 
on the show committee with Mr. Weiss: 
Executive co-chairman: George H. 
lawson; program: Oscar Freiwald and 
Bruce Dickman; entertainment: Har- 
vey Elbinger and Wm. Ratz; publicity: 

Kane and Harold Broadwell; re- 
aon: I. C. Warshawsky and E. W. 
n. 


Travelers Form Fair 
Practice Committee 


It, MicH. — A new forward 
in relations between shoe travel- 
and their companies is being in- 
rated by the Michigan Shoe Trav- 
’ group in the form of a “Fair 
Practice Committee.” This is designed 
to handle all types of personal and 
business problems which may arise re- 
filting in differences between sales- 
pen and their companies. Exact meth- 
@is of operation have not been dis- 
dosed but the new committee is de- 
ggned to keep in time with the pre- 
sent needs of the reconversion period 
in the shoe industry, according to S. 
§. Weiss, president of Michigan Trav- 
ders. Heading the committee is Har- 
edd Broadwell, chairman, assisted by 
Frank Huetter, Harvey Elbinger, Al 
Apple and Bruce Dickman, who wiil 
serve as other representatives. 
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Howard Fox Joins 
Father’s Firm 


New York — Howard Fox, son of 
Barney Fox, has joined his father’s 
business as supervisor of sales for the 
Fox Shoe Manufacturing Corp. He has 
a school as well as a business back- 
ground in merchandising, and was for- 
merly with Abraham & Straus. 

Mr. Fox received his degree from 
New York University in June, 1940, 
and is alumni representative of his 
dass in the School of Commerce. His 
entrance into the shoe field is correlated 
with the new expansion program of the 
Fox company, which is enlarging its 
quarters and stepping up production. 


Buy Plane for Use 
Of Executives 


Enpicott, N. Y. — Endicott-Johnson 
Corp. has purchased a Grumman Wid- 
geon airplane for the use of company 
executives and to speed the transporta- 

on of materials. The plane, which 
will be delivered about November 15, is 
4 two-engined amphibious model seat- 
ing five persons and with a cruising 
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ORIGINAL 








CAPELT 
SHEARLING 
LAMBSKINS 


Also Available in 
Colors 


36 PAIR CASE LOTS ONLY— 
SIZES 4 to II 


SLIPPERS (\ 
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A 
FASTER 
SALES... 
YEAR 

Z "ROUND 





$4.30 











Attractive colored capelt on the outside, 
soft fleecy shearling on the inside. Hard sole 
construction. 

An attractive turned over collar of natural 
shearling with natural shearling bunny ears 
to match. 


VISIT OUR DISPLAY AT THE PARKER 
HOUSE THE WEEK OF NOVEMBER 5TH 


COMPLETE PRICES 


Stock No. 2701 Green . . . $1.30 a pair 
Stock No. 2601 Brown ... 1.30 « pair 
Stock No. 2401 Red .... 1.30 a pair 
Stock No. 2301 Blue ... . 1.29 a pair 
Stock Ne. 2201 Bergundy . . 1.30 a pair 


R. J. POTVIN SHOE CO. 


PROVIDENCE, R. I. 








speed of 130 miles an hour. It will be 
housed at the Tri-Cities Airport in 
Endicott. 








Remodel Shoe Department 


WILkKes-Barre, Pa.— Women’s and 
children’s shoe department at Lazarus’ 
has been remodeled in conformity with 
the modernization of the entire second 
floor of that department store. New 
fixtures combine blond wood and gradu- 
ated-stripe wallpaper as a setting for 
six large shadow boxes for featured 
displays. Chromium and leather chairs 
provide seats for 30 customers. Peter 
Petrosky manages the department. 





To Open New Store 


Detroit, MicH.—A new modern store 
is to be opened early in January by 
the Rosenberg Shoe Store, as one of 
the first significant postwar construc- 
tion jobs in the shoe field here. New 
store will be in the Redford section of 
Detroit at 21642 Grand River Avenue, 
distant some 18 miles from the other 
Rosenberg store at Harper and Van 
Ibyke Avenues, which has been noted 
as one of Detroit’s more progressive 
neighborhood stores, for years. Store 
will be air conditioned, with open-style 
modern design. Benjamin Rosenberg 
heads the operation of both stores. 
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Leather Sole 


BENGALINE D' ORSAY 





Colors: Reyol Blue, Light Blue, Wine and Pink 
Sizes: 4 to ? 
18 pr. or 36 pr. ently te a Coler 


Immediate Delivery 


IRVING LAMET SHOE CO. 
329 W. Monroe St., Chicago 6, Ill. 
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Another 


“INDOR-EES” 
California Process 
Leather Sole 


Embroidered Slipper 












~ 
echo 
COLORS: Red, Royal Biue 
Light Blue, Black 
Sizes: 4 to 9 
Packed 36 pr. to case assorted sizes. 
Minimum orders 18 pr. per color. 
Immediate Delivery 
WILLIAM COHAN CO. 
— Third Floor — 
Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Ill. 
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Tremaine Returns to 


United Last Co. 


Boston, Mass. — Following practi- 
cally four years of active service in 
the Army, Lt. Col. E. G. (Ted) Tre- 





E. G. TREMAINE 


maine has resumed his affiliation with 
the United Last Company. During his 
period of military service, he spent a 
year and three months as chief con- 
tracting officer with the Boston Quar- 
termaster Depot in charge of procure- 
ment on all types of military footwear. 
Previous to that Col. Tremaine was 
assigned to the Air Corps as base group 
commander at Moody Field, Ga. 

After his assignment at the Boston 
Quartermaster Depot he was appointed 
a member of the U. S. Military Mission 
to Persia. In this capacity he was as- 
signed as a military adviser to the 
Persian Army and was stationed at 
Isfahan. Duties in this capacity were 
critical and exacting in nature, and 
entailed the installation and super- 
vision of systems of control paralleling 
American Army methods. 

Col. Tremaine’s record of accom- 
plishments in this important mission 
is significantly attested in the fact 
that he holds an award made last 
March by the Shah of Persia; namely, 
the Legion of Merit, 2nd Order. This 
was the first award of its kind to an 
American and is the highest decora- 
tion from Persia available to a for- 
eigner. The U. S. War Department 
approved acceptance of the award in 
July. 





Named Director 
Of Procurement 


Boston, Mass.—Colonel Simon Jacob- 
son has been appointed Director of 
Procurement at the Boston Quarter- 
master Depot, it has been announced 
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LARGEST SELECTION 
OF TOP GRADE SHOES 


QUALITY SHOES SINCE 1982... 
FROM 15 LEADING ST. LOUIS 
FACTORIES 


MEN'S - WOMEN'S - CHILDREN'S 
FOR IMMEDIATE SHIPMENT 


While In town "'C"’ Weill 


M. K. WEIL SHOE CO. 


1215 WASHINGTON AVE. 
ST. LOUIS 3, MO. 


BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO.., Inc. 
WOrth 2-5180-1 
79-81 Reade St., New York 7, N. Y. 























by Colonel Bernard J. Finan, Depot 
Commanding Officer. 

Colonel Jacobson, a veteran of 28 
years’ service in the Regular Army, 
has had a wide and varied career en- 
bracing almost every phase of Quarter- 
master supply work. During World 
War I, and prior to World War II, at 
various times, he was in charge of the 
Clothing and Equipage Branch, Office 
of The Quartermaster General, in 
charge of the Uniform Factory in the 
Philadelphia Quartermaster Depot, and 
actively engaged in Industrial Mobili- 
zation Planning. Since 1940, Colonel 
Jacobson has done tours of duty at the 
Office of The Quartermaster General, 
where he was in charge of the Fue 
and Construction Materials Branch, 
Construction Division; served in the 
Panama Canal Department; and as 
Supervisor of Supply at Truax Field, 
Madison, Wisconsin. 





- Stein with Cortell Shoe Co. 


Boston, Mass.—Walter A. Stein, St 
Louis, for fifteen years sales manager 
of the Wolff-Tober Shoe Company, has 
been appointed sales representative for 
the Cortell Shoe Company, Manchester, 
New Hampshire. 

Mr. Stein will cover Texas, Lousiana, 
Oklahoma, Arkansas, Missouri, Kansas 
and Iowa. He will display his Spring 
line at the Hotel Adolphus in Dallas, 
Texas, from November 11 to 15. 
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PRIMA-TIVES 


--- Salle? Casuals 
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Now Available Attrac- 
tion of Colors in Leath- 


to Your Specifications. 


a Wide Selec- 


Wood Finished 









Our furniture is specially built for store 
use. Style and construction our key- 
stone. A large selection of chairs for 

various types of stores: family, salon, 






First playshoe to be made of doeskin. True ballet sandals 

dapted to id wear. Handmade. Featured in leading 
All leather, non-rationed, nylon sewed. 
Available in black, pastel red, blue, green, gold and beige. 
They're washable! 





fashion magazines. 


Style number a (5) 
Size——3 to 9, medium width, full sizes 
Packed——36-pair cases 

Terms—Net 30 
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children's, and shoe departments. 
SHOWROOM AND FACTORY 


J. SG. FURNITURE COMPANY 
318 East 32nd Street * New York 16, N. Y. 














Michigan Shoe Men Honor Nathan Hack 


Three Associations Combine to Hold Testimonial Dinner to Veteran 
Detroit Retailer—Mr. Hack Recipient of a Wrist Watch 


Derrorr, MicH.—A testimonial din- 
ner to Nathan Hack, one of the coun- 
try’s best known shoe men, was given 
Oct. 17 in the English Room of the 
Hotel Statler, under the joint sponsor- 
ship of the Michigan Shoe Travelers’ 
Club, Detroit Retail Shoe Dealers’ As- 
sociation, and Michigan Retail Shoe 
Dealers’ Association. 

The occasion was Mr. Hack’s leav- 
ing for a few months’ vacation, upon 
his doctor’s recommendation, in order 
to take a rest after years of constant 
attention to war and the problems of 
the shoe industry, through the active 
leadership he has taken in many as- 
sociation affairs and general activities 
of the industry. 

Mr. Hack entered the shoe business 
in 1916, opening a general family shoe 
store at Hastings and Farnsworth 


leading writers and contributors to 
specialized journals. He has invented 
and patented a number of important 
foot devices. 

Mr. Hack plans to motor to Florida 
with Mrs. Hack, where they will join 
their son, Major Morton Hack, just re- 
turned from European service. In the 
meantime, the business will be carried 
on by their other son, Leonard Hack, 
long associated with the business. 
Leonard Hack will also edit Foot Steps, 
organ of the Michigan RSDA, which 
has long been the personal task of his 
father. 

The testimonial dinner was attended 
by about 100 shoe men and their wives, 
with many coming from distant parts 
of Michigan. The affair was ar- 
ranged by a committee that included 
David Lieberwitz, past president, De- 


Streets. He was attracted by the ‘roit RSDA; Clyde K. Taylor, past 
orthopedic side of the shoe business, President, Michigan RSDA; and 
and in 1925 moved downtown to open Samuel Plotler, secretary, Detroit 
the Hack Shoe Company on the fifth RSDA. 


floor of the Stroh Building, where he 
been located ever since. 
Mr. Hack has achieved an enviable 
record of accomplishment in his field, 
and has been among the industry’s 
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Brief talks on Mr. Hack’s personality 
and accomplishments in many different 
fields were given by C. Guy Dixon, 
president, RSDA; Frank Huetter, past 
president, Michigan Shoe Travelers’ 













Club; James Wilson, B. Siegel Com- 
pany, dean of Detroit shoe men; L. B. 
Tobey, president of the Michigan Shoe 
Dealers’ Mutual Fire Insurance Com- 
pany; James J. Ertell, another vet- 
eran Detroit retailer; Fred T. Holden, 
OPA shoe rationing executive; William 
H. Adams, president; and Steven J. 
Jay, vice-president, R. H. Fyfe and 
Company; Leonard Hack; Haviland F. 
Reves, Boot AND SHOE RECORDER; Mrs. 
Grace (Nathan) Hack; former Lt.- 
Commander Merritt Higham, now with 
J. L. Hudson Company, and Adolph 
Goetz, treasurer, Detroit RSDA. 

Mr. Goetz made the formal presen- 
tation of a wrist watch to Mr. Hack on 
behalf of the three associations, and a 
sheaf of congratulatory telegrams was 
turned over to him. Mr. Hack re- 
sponded in detail, going into the history 
of retail trade and of trade associa- 
tions to give background to his out- 
line of the Michigan trade’s own de- 
velopment. 

Following the talks, a card party was 
held, with refreshments and an enter- 
tainment program following. 





Modernize Shoe Section 


Marion, Inp.—The Queen City Store 
has recently modernized their shoe sec- 
tion, at the completion of which they 
held a grand opening for the new 
change in their store. 
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INFANTS’ FELT | 
BUNNIES 


*All felt uppers 
*High-pile shearling— 

«. leather innersole | 
*Shearling face and ears 
*Hi-lo collar 


*Blue—red—royal—pink—wine 


WA 


pair 
> $91 18 






The 
PILOT SHOE CO. 
31 Hopkins Place 
Baltimore 1, Md 
Honest-mode since 1899 
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Chrome Leathe: Soles 


$9.35 












Sizes 6-11 
iN STOCK IMMEDIATE DELIVERY 
for folder 


Write 
CONJOR SHOE CO. 


287 Broadway New York 7, N. Y. 














Partee to Join 
Freeman Shoe Corp. 


INDIANAPOLIS, IND. — Clarence A. 
Partee, who has been with Florsheim 
Shoe Company for the past 18 years, 





CLARENCE A. PARTEE 


calling on the trade in Indiana and 
Michigan, has announced his resigna- 
tion. He will represent the Freeman 
Shoe Corporation in Oklahoma and 
Louisiana. 

Mr. Partee has been connected with 
the shoe industry for many years, be- 
ginning his career in a Fremont, Ohio, 
store as a clerk and later as manager 
of the store. A member of the Indiana 
Shoe Travelers Association, and past 
president of the organization, he has 
made many friends in this section of 
the country. For several years he was 
traveling representative for Brown 
Shoe Company. 


Manufacturers Display 
Lines in Boston 


BostoN—More than fifty manufac- 
turers from as far West as St. Louis, 
had their lines on display at the Parker 
House, here, during the week beginning 
October 22. In effect, it was a preview 
of Victory Shoe Market Week, to be 
held here under the auspices of the 
New England Shoe and Leather Asso- 
ciation during the week beginning No- 
vember 5. Buyer attendance was good, 
many appearing on the scene as early 
as Sunday, the day before the official 
opening. 

Salesmen in attendance in the vari- 
ous rooms—all of them members of the 
Boston Shoe Travelers’ Association— 
reported that, while they are still 
forced to ration their regular mer- 
chant customers, new prospects are 
being added. One manufacturer of 
play shoes, who has recently converted 
to the use of leather from fabric, ac- 
cepted orders with the understanding 
that they would be delivered only after 
the end of rationing. One wholesale 
firm handling shoes store findings, re- 
ported that its lines now include one of 
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DISPLAYERS 








“SUSPENDED ANIMATION” 
FOR YOUR WINDOWS! 
With This Graceful, Suspended 

Hexco LUCITE 
SHOE DISPLAYER 








‘EM IN 


.. with this eye 
catching Shoe Dis- 
ployer of kable lucite! D your speciols 
—new numbers! Sove precious spoce! Suspended by o 
ribbon, displayer adjusts to any height! All edges high- 
Polished ond buffed. 


A te Price $395 ec. . . 6 for $2250 


| Write todey for details of other Hexco Lucite Disployers 
| end Hecht's ‘Glamorous Glass Disployer’’ circulors. 















HECHT FIXTURE CO. 


2 S. FRANKLIN ST., CHICAGO 6, ILLINOIS 





} 
| 





plastic compacts for sale in shoe stores 
as a side-line in building dollar sales 
volume. This firm also reported that 
many stores are adding lines of cos- 
tume jewelry. 

Inquiries received by salesmen dis- 
closed that merchants are thinking in 
terms of the expansion of their lines. 
Women’s stores are adding misses’ and 
children’s shoes; men’s stores are about 
to add boys’ lines. Family stores are 
planning to carry specialty types of 
footwear not heretofore handled. Stores 
specializing in women’s shoes, it was 
reported, want blacks for immediate 
delivery. This color is decidedly short, 
while browns and blues are more plen- 
tiful in retail stocks. 

Under the leadership of Leone Kel- 
ley, president of the Boston Shoe Tra- 
velers’ Association, associate members 
of the association were guests at a big 
banquet held in the Parker House on 
the evening of October 24. Governor 
Maurice E. Tobin of Massachusetts, the 
only speaker, congratulated both mer- 
chants and manufacturers on their 
ability to provide civilians with good 
footwear during the period of war 
shortages. Another feature of the 
affair were several vaudeville acts. 
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BUILD BUSINESS 


WITH THESE 
BUSINESS 
BUILDERS! 


New CATALOG 






CHILDREN’S ALL 
LEATHER SLIPPERS 











All Leather Uppers Style No. 301 
Colors: Brown, Blue, F 






TTS aT 





























































Red, Green 
Flexible Hard Leather Soles 
Fine Grain Leather 
isd Uslage ADVERTISING 
Regular Half Sizes NOVELTIES 
In Stock | a 
At Once Delivery a \ SOUVENIRS 
! Si Boston Show ' ® 
— hremasie November 5-9 | GIVE-AWAYS 
Children’s Sizes 842-12 Room 633. Hotel 
Misses’ Sizes 12%-3 Statler FOR 
a BOYS AND 
$ / 5. 5 "Eoin. New You Novembe: 11-13 GIRLS 
e Minimum Order 18 pairs Motel wititam Pena, ASK FOR CATALOG 25A * 


tHe Lederer INDUSTRIES, Inc. 


39-45 WEST 19th STREET © NEW YORK 11 
SUPPLYING RETAILERS SINCE 1902 




































; Shoe Buyers’ Week to be held early in Mr. Smeltzer will be on the road 
To Show New Lust Series November at the Shrine Temple in In- soon with the new Spring line of these 
New York.—Included in the display djanapolis. casual shoes. 


of Julius Altschul, Inc., of Brooklyn, 
at the Hotel McAlpin, New York, No- ' 
vember 5, 6 and 7, will be a series of Wh I’ S ed h ¢ 

new lasts embodying a continuity of en t S er t at ounts. 
size and fit from babies’ through grow- 
ing girls’. A number of interesting new 
models stressing this development will 
be shown. Representing the company 
at the showing will be Jerome A. Alt- 
schul, ‘Villiam W. Arnoff, Joseph 
Moses and Thomas H. Shepheard. 





H. H. Smeltzer on Sales 
Staff of Cobblers, Inc. 


Los ANGELES, CALIF.—Hans Springer, 
sales manager of Cobblers, Inc., manu- 
facturers of California process shoes 
for women and misses, announces the 
addition to his sales force of Herbert 
H. Smeltzer. 

Mr. Smeltzer, who will cover the mid- os 
West states, is already well known in San Francisco, Calif.—The speed with which transportation is being converted 
that territory where he has been an_ fe the hauling of peacetime commodities was shown recently when a Pacific Inter- 
active member for several years of mountain Express diesel tractor arrived in San Francisco with a cargo of shoes 
the Indiana Shoe Travelers’ Association. for Sommer & Kaufmann after a record three and one-half day run from St. Louis. 

, ~ Herbert L. Sommer, president of Sommer & Kaufmann, (center) and Leslie E. 
This year, he is one of the co-chairmen Ggprop, traffic manager, (left) accepted the delivery from driver Byrel Jones. 
of the convention staff which is in #Meuling 32,000 pounds of cargo, the truck averaged a speed of 30 miles per hour 
charge of all arrangements for the for the 2241 mile trip. 
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MEN'S CASUALS 


FEE OF Per Oe OP Le OP 








KNOCKABOUT 


MOCCASINS 





Casual Type Moccasin. No-mark Sole 
Men’s sizes 6 to 12 
ma Ladies’ as above $2.45 
mediate * Also Bette 
Write for folder Moccasin and + me 


CONJOR SHOE CO. 


287 BROADWAY NEW YORK CITY 
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CHILDREN'S SLIPPERS 
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CHILDREN’S SHEARLING SLIPPERS 
READY FOR IMMEDIATE DELIVERY 


a a my lg paent, Electrified 


GROVES SHOE COMPANY 
311 W. Menree St. - Chicago 6, Minols 














““Mac’”’ Russell Resumes Duties 
As Heywood Representative 


WorcESTER, Mass.—Heywood Boot & 
Shoe Company have announced to the 
trade the return to civilian life of Cap- 





McLAIN RUSSELL 


tain McLain Russell, who represented 
the company for seven years in the 
Mid-West prior to entering the service, 
and who will resume his duties calling 
on the trade as Heywood representative 
about November 1. 

“Mac” Russell joined the Army Air 
Corps in 1942, and received a commis- 
sion as second lieutenant after training 
at the Air Force Officers’ Candidate 
School at Miami Beach. He was pro- 
moted to the rank of captain later in 
the same year. After intensive training 
in this country, his outfit was sent to 
the South Pacific, where he served with 
distinction for a year and a half. He 
was invalided home earlier this year 
and recently received his honorable dis- 
charge. 

Mr. Russell has many friends in both 
the manufacturing and retail branches 
of the trade who will be glad to learn 
that he has taken up his work with 
Heywood where he left off three years 
ago. 


Foot Health Week Set 
For May 19-25, 1946 


New York—Foot Health Week will 
be observed May 19 to 25, 1946, accord- 
ing to a decision reached at a recent 
conference between representatives of 
National Shoe Retailers Association, 
National Shoe Manufacturers Associa- 
tion, National Foot Health Council and 
National Association of Chiropodists. 
Last Spring promotional events of this 
character were observed under closely 
similar dates at different times, and the 
recent conference was held in the ‘in- 
terest of a uniform observance. With 
all interested groups co-operating on a 
single observance, it is the expectation 
that Foot Health Week in 1946 will re- 
ceive more widespread support than 
ever before. 


ee 
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WOMEN'S D'ORSAY 


8 OF er 





INDOR-EES 
Women's Leather Sole 


BENGALINE D'ORSAY 


with embroidered vamp 





2% 10 dws, -- 30 
F.0.B. Chica 
COLORS: | Royal Blue, Wine 
and Black 
Sizes: 5 to ? 


Packed 36 pr. to case, assorted sizes. 
Minimum orders 18 pr. per coler. 


Immediate Delivery 


Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Ill. 











Acquire Control of 
Regal Shoe Co. 


Boston, Mass.—John J. Daly, chair 
man of the board of the Spencer She 
Company, which operates a chain @ 
shoe stores, announces that, with his 
brother, C. Leo Daly, president of Dal 
Bros. Shoe Company, he has acquire 
control, by stock purchase, of the Regal 
Shoe Company, one of the best-knowm 
chains in this country, with a factory 
at Whitman, Mass. The change of cor 
trol is also confirmed by E. Jared Bliss 
Jr., who, since the death of his father, 
the late E. J. Bliss, has been president 
of the Regal Shoe Co. 

The Regal chain, it is announced, 
will continue to be operated separately 
from the Spencer chain. The forme 
chain, the first store in which wa 
opened in 1893, now has 70 stores cor 
ering the country from the East coast 
to the West. At its peak, there wert 
80 stores. : 

In addition to his activities in 
shoe field, John J. Daly is chairm# 

















of the board of the Republic Aviati# 
Corporation. 
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Not An Ordinary 
Shoe Polish 


WITH THE USE OF 
CINCH 
Scuffs, scratches 
hard-wear signs 
disappear 
immediately 





Light, medium, dark brown, 
black and white 


Available Now From Your 
Findings Jobber 


SWANK SHOE DRESSINGS, INC. 
61 East 11th St., New York 3, N. Y. 


WOMEN’S 
CORDUROY 
D’ORSAY 
Durable Soft Sole 
49 


Sizes 


Style No. 986 

















Minimum Orders 18 Pairs 
Exhibiting at: Boston Show — November 5-9 
Room 633 — 
Pennsylvania Show — November 11-13 
Room 543 
Hotel William Penn, Pittsburgh, Pa. 
















Hotel Statler 
















COMPANY 


YORK 13, N. Y. 














Dress Institute Director 
Addresses Guild 


New YorkK.—The craftsmanship of 
the Guild shoe creators will help uphold 
the prestige of American fashion, Mrs. 
Adelia Bird Ellis, executive director of 
The New York Dress Institute, told a 
luncheon meeting of The Guild of Bet- 
ter Shoe Manufacturers recently at the 
Hotel McAlpin in New York City. 

“Quality and fine workmanship are 
synonymous with the furtherance of 
American design,” said Mrs. Ellis who 
emphasized the importance of main- 
taining quality. The top position of the 
better shoe designer will be kept, she 
pointed out, as long as the credo of 
the Guild stresses perfection. “Make 
sure,” she urged, “that each Guild shoe 
manufacturer continues to be able to 
proclaim the fact that his shoes are 
the best the country has to offer.” 

Mrs. Ellis devoted part-of her re- 
marks to discussing the need for a 
coordinated tie-up between apparel and 
footwear. She is convinced the Guild 
group should “pick up the feel of 
costumes and put this feel into shoes,” 
declaring that shoes must follow the 
direction of apparel. She complimented 
the Guild makers on the apparel and 
shoe coordination they have accomplish- 
ed in the past. 

Mrs. Ellis talked of tomorrow’s need 
for versatile clothes that are suitable 
for speedy travel. Specific types of 
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shoes that are suitable for speedy travel 
will be a “must”, she pointed out. 

The Five Showings Yearly program 
of The Guild of Better Shoe Manufac- 
turers is timed to coincide with the 
buying periods of fashions in high- 
grade apparel and with the openings 
of many houses of The New York Dress 
Institute, the Guild makers were ad- 
vised. 

In reviewing the Spring fashion pic- 
ture, Mrs. Ellis said the Spring silhou- 
ette would be a transition silhouette, 
graduating from the slim line of war- 
time years to a fuller and rounder look 
which is an inevitable cycle. The dig- 
nified elegance of Spring fashions after 
a very dressy trend, the year ‘round 
call for evening dresses, the firm hold 
of the short dinner dress and the ex- 
treme openness of sportswear were 
among the Spring fashion pointers she 
mentioned. 

“Buying taste and buying habits 
have changed during the war. Women 
have learned to dress better” the Guild 
shoe creators were informed. 





Prepare Retail Ads 
For Victory Loan 


WASHINGTON, D. C.—Special days 
designated by prominent retailers for 
their suitability to store exploitation 
are featured in a series of ads prepared 
for the current Victory Loan, accord- 














ing to Samuel J. Cohen, director of the 
Retail Stores Section, War Finance Di- 
vision, U. S. Treasury. This is the 
first time in any war loan that such a 
special series of retail advertisements 
has been written and produced by a 
group of advertising men in the depart- 
ment and specialty store field. 

The ads can serve as suggestions or 
may be used in addition to a store’s 
own ads in support of the Victory Loan. 
In addition to these ads, retailers can have 
a choice of many other Victory Loan ads 
contained in the newspaper portfolio 
prepared by the War Finance Division 
and the War Advertising Council. 
Mats in a variety of sizes are available 
without charge from advertising man- 
agers of most daily and weekly news- 
papers throughout the country. 





Moving to Larger Quarters 

NeEwARK, N. J.—Jacob Goldberg of 
Cut-Rite Shoe Store, here, has pur- 
chased the building, fixtures, equipment 
and good will of Anderson’s Shoe Store, 
117 Ferry Street, here. Mr. Goldberg 
expects to be in his new location by 
March ist. The new store will provide 
much more space than was available 
in the previous location. 

Mr. Goldberg is the son of Barnett 
Goldberg, owner of Barnett Goldberg 
& Sons, Inc., of Holyoke, Mass., who 
has been in the shoe business for the 
past 40 years. 
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Another 
‘“‘INDOR-EES"”’ 


California Process 
Leather Sole 


Embroidered Mule 
$5368 








9 40 
2% 10 days, Net 30 
F.0.B. Chicago 
COLORS: Red, Royal Biue 
Light Blue, Black 
Sizes: 4 to 9 
Packed 36 pr. to case assorted sizes. 
Minimum orders 18 pr. per color. 


Immediate Delivery 


WILLIAM COHAN CO. 
— Third Floor — 

Play Shoes—House Slippers—Sport Shoes 

19 So. Wells St., Chicago 6, Ill. 
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SPECTATOR BOOT 
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Girls’ — Ladies’ 
SPECTATOR BOOT 


Fine Grade 
All-Sheep-Lined 
NOT RATIONED 


$4.85 


SIZES 4-9 
Write for 


Slipper, Moccasin 
Folder 
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Also better grade zipper style 


CONJOR SHOE CO. 


| 
287 Broadway New York City | 
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Receives Navy 


Commendation 


GLENVIEW, ILL. — Lieutenant Com- 
mander Burress Moore, Jr., of South 
Orange, New Jersey, who served for 





LT. COMDR. BURRESS MOORE, JR. 


22 months as Command Ship’s Service 
Officer on the staff of the Chief of 
Naval Air Primary Training at com- 
mand headquarters, Naval Air Station, 
here, and who recently was released to 
inactive duty status and civilian life 
under the Navy point system, has been 
officially commended for his outstand- 
ing services. 

Lieut. Comdr. Moore was commended 
on September 11, 1945, by Rear Ad- 
miral Osborne B. Hardison, U. S. N., 
Chief of Naval Air Primary Training, 
for “outstanding contributions to the 
war effort and to the Naval Air Pri- 
mary Training Command by his super- 
vision and administration of Ship’s Ser- 
vice facilities and Commissioned Offi- 
cers Messes at units of the Naval Air 
Primary Training Command from No- 
vember, 1943, to September, 1945, and 
for his tireless energy, outstanding 
business acumen, zeal and sound judg- 
ment.” 

The Naval Air Primary Training 
Command has supervision over pri- 
mary training units located throughout 
the country. 

Prior to entering the Navy on Feb- 
ruary 26, 1942, Lt. Comdr. Moore was 
treasurer of the Hazzard Shoe Com- 
pany of Boston, Mass., which operates 
about 200 retail units in the Eastern 
part of the United States. In addition, 
Mr. Moore operated several retail out- 
lets in Washington, D. C. 





Wetherhold & Metzger 
Publish House Organ 


ALLENTOWN, Pa.—The first issue of 
a new house organ, published “by and 
for” co-workers at Wetherhold & 
Metzger’s stores in Reading, Pa. and 
Allentown, appeared recently. In the 
introductory issue, a paragraph pre- 
senting the paper read as follows: 
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SHOE ACCESSORIES 








The “VALET” Shine Kit 


A “Natural” for extra sales, 
at a new low price 


An outstanding seller 
in high grade stores 





Complete with all 


y . 
ries, contained in this handsome, 
sturdy, quality all-wood utility cabinet. 
Price $3.60 ea. in lots of 12 or more. 
Smaller quantities $3.85 ea. 


A Great Gift Item 
Early Orders = Early Delivery 
Manufactured by 
STERLING WORTH, INC. 
6736 Chappel Ave., Chicago 49, Ii. 











“The Wetherhold and Metzger Foot- 
Notes makes its bow. The first issue 
makes its appearance at a season when 
the world is rejoicing that the war has 
ended, and also at the season when all 
of us are thinking in terms of post-war 
business, when shoe rationing’s end is 
in the offing, and the big, happy family 
of Wetherhold and Metzger is prepar- 
ing for a resumption of ‘The Good Old 
Days.’ ” 

Editorial board of the paper is as fol- 
lows: Blanche Kressley, Oliver Clauss, 
Edgar Newhard, Frances Morrison, 
Marie T. Walb, Robert Levy. 





Hold Social Get-Together 


FARMINGTON, N. H.—A banquet and 
social get-together was enjoyed recently 
by executives and foremen of the H. 0. 
Rondeau Shoe Co. at the Central Hotel, 
here. 

H. O. Rondeau, head of the concern, 
gave a talk on production in the com- 
pany factories here, and other con- 
ments were made by foremen and ex- 
ecutives of various departments. 
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THE PALMER HOUSE. 


CLUBS, BANKS AND RAIL- 
ROAD STATIONS. 


CONVENIENT TO ALL 
RETAIL FIRMS. 
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RETAILERS 
ATTENTION 






AN ESTABLISHED LOCA- 
TION FOR SHOE MANU- 
FACTURERS AT ONE OF 
THE WORLD’S BUSIEST 
CORNERS. 
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THE RIGHT SPOT FOR RE- 
. TAIL UNITS, WITH SUC- 
: CESSFUL UPPER FLOOR 
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ONE HALF BLOCK FROM 
RETAILERS. 
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ACCESSIBLE TO HOTELS, 








ON THE SAME STREET 
WITH LEADING DEPART- 
MENT STORES. 
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SUBWAY, ELEVATED, BUS 
AND SURFACE LINES AT 
THE BUILDINGS. TWO EN- 
TRANCES. 
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REPUBLIC 


BUILDING CHAS. G. LINDEMANN 
STATE © ADAMS GORDON STRONG & co 


CHICAGO , vied ot Alan 209 S. STATE ST. 
HARRISON 819! 






PLEASE WRITE OR PHONE 
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ORDER YOUR BOWS NOW 





LEATHER BOWS 
TO MATCH THE SEASON’S STYLES 
To retail 75¢ and $1 


(all bows with metal clips) 
Best selling styles and colors in Patent, Suede, 
Alligator and Calf. 
$4.80 Doz. Prs. Net 10 
TRIAL ORDERS post paid with (0-day return 
privilege on any not wanted. 


R. E. BROWN 


620 N. CENTRAL GLENDALE 8, CAL. 
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MOCCASINS 
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CHOCOLATE BROWN UPPERS 
ORTHOPEDIC BROWN SOLES 


$1.65 





IN STOCK 


Men’s Sizes 6-12 $1.65 
Boys’ Sizes 1-5 $1.60 
Write for folder girls’ and other meccasine 
and slippers. 


CONJOR SHOE COMPANY 
287 Broadway 


New York 7, N. Y. 
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STEEL TOE 
SAFETY SHOES 


Union Made 








Buy Victory Bonds 
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Appeals for Funds 
For Girl Scouts 


New YorK— Miss Minna Morgan- 
stern, executive secretary of the Shoe 
Club, is heading the shoe division of 





MISS MINNA MORGANSTERN 


the Professional Women’s Committee 
in the 1945 Annual Contributors Cam- 
paign of the Girl Scouts of America. 
Miss Helen Hayes is chairman of the 
committee and Mrs. Theodore Roose- 
velt, Jr., honorary president. 

Miss Morganstern is appealing to the 
shoe trade generally. Anyone wishing 
to contribute to the fund may do so 
either by communicating with Miss 
Morganstern at the Shoe Club, Mc- 
Alpin Hotel, New York, or by sending 
contributions to her, care of BooT AND 





Employees Thank Condon’s 
In Advertisement 


CHARLESTON, S. C.—An unusual ad 
appeared recently in The News and 
Courier, one of Charleston’s local 
papers. It was signed “Employees of 
Condon’s Department Store.” Copy 
read as follows: 

“Thanks . . . to a considerate em- 
ployer! 

“We of the Condon store personnel 
want to take this means of saying 
‘thanks’ to our employers for their con- 
sideration in closing on Wednesdays at 
1,00 p.m. so that all employees might 
have the afternoon for fellowship with 
their families, rest and recreation. 

“This midweek break means much to 
us in many ways. For one thing it 
fits us for better service to customers 
of this store—and in return for your 
friendly cooperation in arranging your 
shopping schedule so that we might 
have Wednesday afternoon off, we 
pledge you our best efforts in serving 


we 
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» SHOE BEAUTIFIERS 


DANIELS 


DANIELS SCOOPS THE 
FIELD AGAIN! 


SPARKLING GENIUS 


Black, Brown and Blue Suede Studded with Colorful 
Sequins and Beads. Specify Colors Desired When 


eng $2.50 PER PAIR 
No Less Than 6 Prs. Orders Accepted. 


| BUY FAST—LIMITED QUANTITIES ON HAND! 


DANIELS MANUFACTURING CO. 
8520 - 20th Avenue, Brooklyn 14, N. Y. 








you efficiently and courteously on other 
days and up to 1 p.m. on Wednesdays.” 





Undertake Television 
Demonstration 


PHILADELPHIA, Pa.—Arthur C. Kauf- 
man, executive head of Gimbels-Phila- 
delphia, has announced that arrange- 
ments had been completed with the 
RCA Victor Division of Radio Corpora- 
tion of America for the most extensive 
demonstration of intra-store television 
specifically designed to show the power 
of video as a department store selling 
medium. 

With complete intra-store television 
equipment now being installed by RCA 
Victor, the test demonstration was 
opened to the public on Wednesday, 
October 24, and will run for an ex- 
tensive period, Mr. Kaufman disclosed. 

Using the practical theme, “Tele- 
vision Goes to Work,” Gimbels-Phila- 
delphia hopes to apply a yardstick to 
the merchandising assistance which 
television can provide by a dramatic 
presentation of the store’s merchandise, 
Mr. Kaufman said, and to measure the 
pulling power of television in building 
store traffic in selected selling areas. 
It was pointed out that the demonstra- 
ticn, at this time, would minimize but 
not overlook, video as an entertainment 
medium. 

Based on the success of this demon- 
stration, consideration will be given to 
the installation of television equipment 
in other Gimbel stores. 
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STUDENT DANCE SHOES 
They 
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Perfection in dance shoes. Product of 










































skilled workmen. All leather, non-rationed, 
Beautiful EMERSON SHOE HORNS of 2 eee ae, er 
an: 
Gleaming Lucite in Jewel Colors ~ 1- —: ‘peepee 
$ —tuby, aqua, emerald, amber, shell, al— will Classic Rallet Pumps. Smooth kidikin, black or white 
Brighten Your Displays and Sell selves ous 
B I—6" Popular “Hook” model — graceful, Turn glove intermediate pump 
1 strong (Retail $1.00 ea.) ............... $6.60 per doz. Style mumber (7) 
8 2-18" “Comfort,"’ no-stoop model (Retail Advanced full sole ballet 
of pres i Soe = Style number (11) 
B 37%" "Milady," model, - q oeshoes. or white 
Meressing table {hetall $1.59 oe)". .. $9.90 por des. poradlavracwmdperecinet bei: is 56 
fal B 5S—7%" "Rugged" model, masculine, heavy, Sisee—-8 to 13, 1 to 9 
en thinned fip (Retail $1.50 ea.)........... $9.90 per doz. 
All models shipped in 6 assorted colors unless otherwise 
d. indicated. Customer may specify colors with minimum 
DI of Y2 dozen per color and model. All prices F.O.B., N. Y. 
. EMERSON PLASTICS CORPORATION 
. perfected plastic products 
i 202 East 38th Street New York 16, N. Y. 
r 
” 
Active in Smith Memorial styled shoes in the Rhythm Step line. Boston to attend the trade exhibit there 
2 . A projected national advertising being sponsored as Victory Shoe Mar- 
Committee Campaign campaign, to be handled by the Gard- het Week by the New England Shoe 
New York. — Leonard Ginsberg, ner Advertising Company of St. Louis, and and Leather Association. Accom- 
president of Hearn’s department store, Will cover fashion publication, women’s panying him was Kenneth M. Trimble, 
r has been made chairman of the apparel service magazines, trade magazines and mid-Western sales representative. Both 
4 and merchandising section of the Com- mail advertising. ; men will be joined in Boston by the 
f merce and Industry Committee of the | Miss Harriet Couplin is the shoe New England sales representative, 
. Alfred E. Smith Memorial Committee, company’s advertising director, and Raymond E. Ryan, recently released 
7 which is raising funds for a $3,000,000 Bea Adams will be the Gardner ac- from the Boston Quartermaster Depot, 
; 16-story addition to St. Vincent’s Hos- count manager. where he served for several years in 
; pital in New York. the shoe procurement division and, 
Among those associated with Mr. ° more recently, in the contract termina- 
; Ginsberg in the apparel and merchan- J. M. Perkins Appointed tion division. 


dising section are Victor D. Zimisky, 

of Gimbel Brothers, as chairman of the 

retail group; Samuel G. Staff, presi- 
; dent of Julius Grossman Shoes, boots 
, and shoes; Maurice A. Levitan, secre- 
; tary Luggage & Leather Goods Asso- 
ciation, luggage. 

Contributions should be made pay- 
able to the Alfred E. Smith Memorial 
Hospital and sent to James A. Farley, 
) General Chairman, Empire State 
: Building, New York 1, N. Y. 





To Open Two 
New Factories 

St. Louris, Mo.—Johnson, Stephens & 
Shinkle Shoe Company, here, has an- 
nounced the opening of two new St. 
Louis factories, one for the manufac- 
ture of slip-lasted Rhythm Step casuals 
and the other for production of high 
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Sales Representative 


New York. — The appointment as 
sales representative for Darleen Elasti- 
cized Shoe Fabrics has been given to 
J. M. Perkins & Company, New York, 
who maintain additional sales person- 
nel in the St. Louis and Milwaukee 
markets. 

Darleen Elasticized Shoe Fabrics are 
made by the Darlington Fabrics Cor- 
poration, New York. The appointment 
of J. M. Perkins & Company marks 
the inauguration of a new procedure 
for Darleen, whereby it will be carried 
directly to the manufacturing shoe 
trade. 





Attend Victory Market Week 


Lima, O.—Virgil M. Knisley, vice- 
president in charge of sales of the Gro- 
Cord Rubber Co., here, has left for 





Sgt. Edward F. Rorke 
Liberated Prisoner of War 


New York.—Sgt. Edward F. Rorke 
has been liberated as a Japanese pris- 
oner-of-war and is in good physical 
condition, according to information re- 
ceived from the War Department by 
his mother, Mrs. Margaret Hayden 
Rorke, managing director of The Tex- 
tile Color Card Association. Serving 
in the 803rd Engineers Battalion under 
Major General Edward P. King, Jr., 
Sgt. Rorke reached the Philippines sev- 
eral months before Pearl Harbor. He 
fought through the Bataan campaign 
and was in the march of death. Re- 
ported as missing in action for two 
years, he was transferred in June, 1944, 
to a prisoner of war camp in Osaka, 
Japan. 
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PLAID SHOE LACES 
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PLAID SHOE LACES 
In Stock for Immediate Delivery 
Write for Color Card TODAY 
LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES fer 44 years 
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PLUMP LEATHER UPPERS 
SEWED COLLARS 


ORTHOPEDIC RUBBER SOLES 
IN STOCK 


5 


1 





Ne. 6143 


MEN’S SIZES 6% —12 
BOYS’ SIZES 1-@ $1.70 
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INDOR-EES 
Women's Leather Sole 


RAYON WEAVE D’ORSAY 


ith white Bunny Fur Collar 
. £5290 






$4.65 
8 pr. 
2% 10 days, Net 36 
F.0.B. Chicago 
COLORS: Wine, Royal Blue 


Sizes: 4 to 9 


Packed 36 pr. to case, assorted sizes. 
Minimum orders 18 pr. per color. 


Immediate Delivery 
WILLIAM COHAN CO. 
— Third Floor — 

Play Shoes—House Slippers—Sport Shoes 
|| 19 So. Wells St., Chicago 6, Ill. 
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Dates to Remember 


Annual Meeting, Tanners’ Council, 
Edgewater Beach Hotel, Chi- 


cago, Ill. 
November 2, 3, 1945 
Monthly Shoe Days, Michigan Shoe 
Travelers’ Club, Hotel Statler, 
Detroit, Mich. : 
November 4, 5, 6, 1945 
First Postwar Showing, Indiana 
Shoe Travelers’ Association, 
Shrine Temple, Indianapolis, 
Ind. November 4, 5, 6, 1945 
Spring Showings, Guild of Better 
Shoe Manufacturers, New York. 
Week of November 5, 1945 
Victory Shoe Market Week, New 
England Shoe and Leather Asso- 
ciation, Boston, Mass. 
November 5, 6, 7, 8, 9, 1945 
Tri-State Shoe Mart, Pennsylvania 
Shoe Travelers’ Association, Wil- 
liam Penn Hotel, Pittsburgh, Pa. 
November 11, 12, 13, 1945 
Post-War Iowa Shoe Show, Iowa 
National Shoe Travelers’ Asso- 
ciation, Hotel Fort Des Moines, 
Des Moines, Iowa. 
November 11, 12, 13, 1945 
Western Michigan Show, Michigan 
Shoe Travelers’ Club, Pantlind 
Hotel, Grand Rapids, Mich. 
November 11, 12, 13, 1945 
Southwestern Shoe Travelers’ Asso- 
ciation, Adolphus and Baker 
Hotels, Dallas, Tex. 
November 12, 13, 14, 15, 1945 
Associated Shoe Travelers, Piank- 
inton Hotel, Milwaukee, Wis. 
November 18, 19, 20, 1945 
Spring Showing, Mid - Continent 
Shoe Travelers’ Association, 
Skirvin Hotel, Oklahoma City, 
Okla. November 25, 26, 27, 1945 
Monthly Shoe Show, Michigan Shoe 
Travelers’ Club, Hotel Statler, 
Detroit, Mich. 
December 2, 3, 4, 1945 
Annual Banquet, New England 
Shoe Foremen and Superinten- 
dents’ Association, Hotel Statler, 
Boston, Mass. January 5, 1946 
Michigan Shoe Fair, Michigan Re- 
tail Shoe Dealers’ Association 
and Michigan Shoe Travelers’ 
Club, Hotel Statler, Detroit, 
Mich. January 13, 14, 15, 1946 
Middle Atlantic Shoe Retailers’ As- 
sociation, Philadelphia, Pa. 
January 19, 20, 21, 22, 1946 
Shoe Show, Tri-State Shoe Travel- 
ers’ Association, Hote! Statler, 
Buffalo, N. Y. January 20, 21, 1946 





To Move Men’s Department 


SCRANTON, Pa.—Lewis & Reilly plan 
to move their men’s department from 
the first floor to the basement as 
soon as merchandise becomes plentiful 
enough to make this feasible. During 
the war the firm’s lower-priced shoe 
department in the basement was dis- 
continued because of the lack of foot- 
wear. Public demand shifted to better 
grades of shoes*and the store does not 
intend to restock cheaper grades. The 
rearrangement of departments will give 
badly needed room to the children’s de- 
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GIRLS’ BROWN ELK 
CAMP MOCCASINS 


Brown No-Mark Soles 
in Stock At Once Delivery 





$1.65 Sizes 4 to 9 








Write for Folder 





CONJOR SHOE COMPANY 
287 Broadway New York 7, N. Y. 











partment and provide more privacy for 
male patrons. 





Send Out Interesting 
Mailing Piece 

St. Louris, Mo.—A barometer en- 
abling the recipient to forecast weather 
conditions eight to 24 hours in advance 
has been sent to customers and pros- 
pects in advance of the salesman’s call 
by Winthrop Shoe Co., here. It is the 
practice of the company each season to 
send a timely and interesting mailing 
which serves as a reminder that the 
Winthrop salesman will call personally 
within a short time. 

A card accompanying the barometer 
reads, in part: 

“When it comes to forecasting the 
weather, we'll leave it to this little 
gadget. But when it eomes to forecast- 
ing what men will want in the shoes 
they’ll buy, Winthrop’s ‘seventh sense 
for fashion’ is unequalled for accurate 
predictions.” 

The card carries the signature of the 
individual salesman. 





Foremen’s Banquet 
Set for January 


Boston, Mass.—A general meeting 
of the New England Shoe Foremen and 
Superintendents’ Association was held 
recently at the Parker House Roof 
Ballroom. Dinner was served, and dis- 
cussions were held with regard to ob- 
taining larger quarters and changing 
the by-laws for the election of the 
board of directors. 

The association will hold its annual 
banquet in the Imperial Ballroom of 
the Hotel Statler on Jan. 5, 1946. 
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Sees More Group Buying as Future Trend 


Dr. Charles F. Phillips Tells Boston Conference on Distribution of 
Coming Intensification of Multiple Buying—Other 
Speakers Call Increased Costs “Inevitable” 


BosToON, Mass.—That there probably 
will be no “startling basic changes” in 
distribution methods in the years im- 
mediately ahead, but that there will be 
an intensification of trends already 
noted before the war was the state- 
ment of Dr. Charles F. Phillips, presi- 
dent of Bates College, before 1,000 
business executives who attended the 
seventeenth Boston Conference on Dis- 
tribution held here October 15 and 16. 

“T look,” he said, “for retailers to 
cooperate more in group buying and 
related activities, and this statement 
applies to large-scale retailers as well 
as small retailers. Even now we are 
witnessing the formation of new store- 
owned buying offices. We may expect 
the further development of scrambled 
merchandising; i. e., the addition of 
new lines. 

“Many people think that the rapid 
expansion of lines which has taken 
place in recent years is largely a result 
of wartime shortages and will collapse 
as peacetime production is resumed. I 
doubt it.” 

Discussing distribution trends as 
they will influence manufacturers, Dr. 





GOING TO | 


PHILADELPHIA ? 
STOP 5 Am 


at the 


BENJAMIN 
FRANKLIN 


HOTE 


As you know, the hotel you 
choose influences your friends. 
Give yourself the benefit of 
the Benjamin Franklin's great 
name. Enjoy a comfortable 
room, good service, and food. 
1200 outside rooms with com- 
bination tub-shower and cir- 
culating ice water. Rates from 
only .$3.50 single, $5.50 
double, $6.50 with twin beds. 


BENJAMIN FRANKLIN 
Philadelphia's 
Finest Hotel 
Joseph E. Mears 























Phillips, nationally known for his stud- 
ies in that field, declared that “in spite 
of additional cost, manufacturers will 
extend further the use of their own 
wholesale branches and of salesmen 
going direct to retailers. There is now 
going’ direct to retailers.” 

Many of the speakers during the 
two-day conference, while agreeing in 
principle with President Truman, 
whose message to the conference asked 
for a lowering of the cost of distribu- 
tion, argued that an increase seems in- 
evitable. 

Q. Forrest Walker, economist o* 
R. H. Macy & Co., New York City, 
pointed out that “as we lower the cost 
of production by mechanical means, 
the proportion of the final price needed 
to sell the output to individual, con- 
sumers tends to rise. We cannot stop 
this broad trend without changing the 
economic forces that create it. The 
only really vital question is whether 
these marketing costs are wisely in- 
curred. 

Agreeing with Mr. Walker, Prof. 
Malcolm P. McNair of the Harvard 
Graduate School of Business Adminis- 
tration cited several factors as likely 
to increase distribution costs. 

Discussing prices and price-making, 
Saul Cohn, president of the City Stores 
Company, predicted that forces now 
alive will drive “groups of retailers to 
integrate their buying, within the basic 
spirit of present legislation, and the 
future will see more goods bought on 
a cost-plus basis” in an attempt to 
bring “goods to people at a price con- 


| sistent with their ability to pay.” 


Other speakers included Walter D. 


- Fuller, president of the Curtis Publish- 


ing Company, who urged that sales ef- 
fort be kept constant in good times as 
well as bad and who predicted the 
building of new industries, the expay- 
sion of old ones through new products 
and the “better and more complete sale 
of old and improved products”; Dr. 
Lewis H. Haney, of the Graduate 
School of Business Administration, 
New York University, who declared 
that “there is no danger of deflation— 
the coming period of prosperity will be 
great”; and Wendell Berge, assistant 
attorney general of the United States, 
who pointed out that “to tolerate 
monopoly practices is to weaken the 
basis of our economic system and to 
undermine the existence of free enter- 
prise everywhere.” 

Speaking at the luncheon meeting on 
the second day of the conference, John 
W. Snyder, director of War Mobiliza- 
tion and Reconversion, said that in- 
creased production in the period just 
ahead will be successful in reversing 
any present trend toward inflation. 
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STORY OR 
THE SUCCESS 
OF A 
SCUFF 





Once upon a time, quality- 
conscious Kleinert’s designed a line 
of cotton-chenille scuffs. 


Tuey called them BEDTIMERS, 
because they were so perfect for 
pattering from bed to bath. And 
they were the easiest-to-step-into 
slippers imaginable! 


E verysopy who saw BEDTIMERS 
loved ’em at first sight . . . and 
their love grew on acquaintance. 
For BEpTIMeERS fit like a charm. 
Their spirited colors pay lavish 
compliments to lounging clothes. 
Every detail of their archly flatter- 
ing styles whispers “quality” ! 


So . . « when customers see 
these sensible BEDTIMERS adver- 
tised (in November and December 
MADEMOISELLE) .. . and featured 
in counter displays . . . none can 
resist them! Result? Customers 
buy BEDTIMERS in droves . . . and 
will probably keep on buying them 
forever. 


MORAL: to see your sales 
chart soar ... feature 
BEDTIMERS in your store! 


“ ¢ 


«= 1% acc’ © Pat off 


485 Fifth Avenue * New York City 
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to make your own supports, write on your business 
Orthopedie Tene tee we ee a. + }—~ 
14, Calif. 

FOOT BATHS 











Sell Your Customers 
foot care and 
profit. 
Retails $1.00 per 


Cost $6.00 per doz. 


Money back 
guarantee. 


To eter it is 
to sell it profitably 






BROWN'S— 
MRDICATED 










R. E. BROWN Gienasio 3. Cal. 
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Self Conforming 
Correct SHOE INSERTS 


Sold exclusively by shoe 
merchants in shoe stores. 





m 
WALK-ON-AIRE (wu. s. rat. a Trade mort) 


Retails at 754 a pair 
100% Mark-Up on Cost 


L feet are never perfect mates. 
Our Inserts aid better fitting 
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the feet cushioned 
show them is to sell this profitable item. 


Write us for name of our 
ised distributer im your territory. 
“WALK-ON-AIRE” Line: 
Pade—Spring Strides, Metatarsal 
Cradies, Arch Supperte—F oct 
Shoes—Break-In-Seles, for New 
WALKONAIR’CORP. 
(factory) KNOX, IND. 
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About Shoe People 





After three years in the Army, 
Michael Leder has returned to Fourels, 
Inc., where he is one of the partners. 
Mr. Leder was a staff sergeant work- 
ing with the military intelligence and 
was overseas for two years. 

~ « « 


Julius Clevenson, a recently dis- 
charged veteran, has purchased the 
shoe store at Laconia, N. H., which has 
been operated for many years by his 
father, Harry Clevenson. His father, 
who established the business 29 years 
ago, plans to retire. The new proprietor 
served overseas for 33 months, and 
was a staff sergeant. 

- 7 * 

Herbert Gerber, who has been op- 
erating a shoe store in Paterson, N. J., 
under the name Jacobs Shoe Store for 
the past eight years, has changed the 
name of his store to Gerber’s Shoe 
Store. Another store on the same 
streets by the name of Jacobs necessi- 
tated the change. 


* * * 


William Schultz who owns the Cregar 
Shoe Store, Los Angeles, has bought 
the C. B. Grimes Shoe Store. He also 
owns the shoe store at 5215 W. Adams 
Street, Los Angeles. All stores are to 
be renamed Marvin Shoe Stores. 


- * - 


Sid Lindenbaum has been promoted 
by the Kirby Shoe Store management 
from manager of the company’s Whit- 
tier, Calif., shoe store to be in charge 
of the Northern California area stores 
for the company. This is in recogni- 
tion of his excellent record with Kirby’s 
over the past five year period. 

- * 7 


Henry L. Nunn, president, Nunn-Bush 
Shoe Co., Milwaukee, given a citation 


by the Sunday Morning Breakfast Club. 


recently for outstanding achievement in 
his field of endeavor, by Clyde Paust, 
chairman of the club’s program com- 
mittee. 

7 +. 7. 

Henry Levy, who formerly operated 
the Physical Culture Shoe Store on 
Farmer Street in downtown Detroit, 
but who retired from the shoe business 
several years ago, is planning to move 
to California, where his daughter has 
recently been named manager of an 
exclusive sportswear store at San Jose. 

- * 7” 


Richard Goetz, brother of Adolph 
Goetz, of Russek’s, Detroit, and long- 
time treasurer of the Detroit Retail 
Shoe Dealers’ Association, was the sub- 
ject of an extended feature story in 
the Detroit Free Press, October 7. He 
headed oné of the best known costume 
designing houses in Europe before the 
war, and came here when his business 
in Berlin and Amsterdam was confis- 
cated. He has re-established himself 


successfully in the business as vice 
president of Russek’s. 
7 . 7 

R. C. Steele, buyer of better shoes 
for Burdine’s in Miami, Miami Beach 
and Palm Beach, has been in the East 
on a buying trip. 

* . * 

After an absence of 13 years, Nathay 
Mitnick has returned to Schenectady, 
N. Y., as manager of the A. S. Beck 
Shoe store on State street. He had 
been associated with the Beck Shoe Co, 
in 1932. He came to Schenectady re. 
cently after having been with a Brook. 
lyn, N. Y., store of the company. 


Jack Pinskey, formerly manager of 
Fashion Shoes, Scranton, Pa., will open 
Vogue Shoes as soon as alterations are 
completed. The new store will carry 
women’s and children’s shoes. 

- . - 


Saul Felder has been appointed man- 
ager of Fashion Shoes, Scranton, Pa, 
succeeding Jack Pinskey. Mr. Felder 
was formerly with Samter’s. Fashion 
Shoes also has stores in Wilkes-Barre 
and Pittston, Pa. 


* . al 


The Johnson, Stephens & Shinkle 
shoe factory in Rolla, Mo., recently pro- 
moted David Rush, who had been super- 
intendent for the past ten years, to 
general superintendent of manufactur- 
ing for the company’s several plants. 
Mr. Rush will work from the general 
office in St. Louis and will be succeeded 
by Homer Ralston, Jr., foreman of the 
fitting room for twelve years. 

” . os 


Frank Moran is back in his old post 
at O’Neill’s Department Store, Balti- 
more, Md., as buyer in the shoe section. 
Before his serving with the Army, he 
was employed there in the same capac- 
ity. 

* * - 


Julius Baer, who has been identified 
with shoe distribution and manufactur- 
ing in Los Angeles for the past six 
years, has formed the Julius Baer Shoe 
Co. and is manufacturing “Baer Slip- 
pers, a casual line, at 985 South Wall 
Street, Los Angeles. 


* * * 


Sim Nathan, Redding, California shoe 
merchant, recently completed his twen- 
tieth year in business as sole proprietor 
of a successful shoe store. He is a vet- 
eran of World War I from which he 
returned determined to sell footwear. 
This he did by getting a job with the 
McCormick-Saeltzer Co., also of Red- 
ding. With this company he stayed 
until 1926 when he opened his own 
store at 1553 Market Street. Though 
the store has been remodeled several 
times, the location of the business re 
mains the same. 
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With Store Name Imprinted: 


144 Tickets $4.25 
288 Tickets 6.75 


144 Tickets $4.55 
288 Tickets 7.35 


Any selection of prices desired 
M. O. or Check with Order Please: 





DISPLAY CARDS: 75¢ Each; 3 for $1.85 
List of texts te select from will be sent on request. 


Detailed Information on Monthly Service at Your Request. 
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GREAT LITTLE TIME SAVERS! “s - 
PRICE TAGS Rolla’’ Foot Exerciser 
PATENTED 
to harmonize with your trim colors. J end 
20 different color designs on tags $2.00 
IN - STOCK Retail 
Tell us your trim colors and we will send samples 2% 10 deys 
F.0.8. Marlette 
= ‘ Rtg | Sold Direct Only 
Bi x 21%, oun ADY. MATS — Display and a 
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| SPIRAL THE PEDIGREED ARCH 


SCHUR-FIT SPIRAL ARCHES make friends of 
customers. 







Write for Catalogue and Price List 


s ing C Inc. 
1 SEHUREIT Menetactoring Company toe 


your 
ao 
SCHUR-FIT SPIRAL ARCHES are scien- 
cally constructed to give comfort 
the person as well as 
to those who have fo stand for long 
periods of time. 


SCHUR-FIT SPIRAL ARCHES 
cre old timers but always 
make new friends. SPIRAL 
. « « Non-tigid Support with 
the Spring that “gives” for 
perfect comfort and posture. 











Forming a partnership, Joseph 
Schneps and Mrs. Ada Josephs have 
opened a children’s shoe department in 
Rumpler’s Youth Center at 1026 Flat- 
bush Avenue, Brooklyn, N. Y. Mr. 
Schneps formerly operated his own 
store in Manhattan on Columbus Ave- 
nue; Mrs. Josephs had a concession at 
Cammeyer’s Fifth Avenue store. This 
unusual store, as its name indicates, is 
dedicated to the youth of Brooklyn and 
stocks merchandise for youngsters 
enly — from babyhood to high school 
age. 


Walter Casza of Chicago, returned 
war veteran, has been appointed assist- 
ant manager of the Keith O’Brien shoe 
department, Salt Lake City, Utah, it 
has been announced. 

* * >. 


Thompson Shoe Co. of Salt Lake 
City, Utah, has a new manager, L. S. 
Hutchings. He has been affiliated with 
the shoe trade in Salt Lake City for 
more than 25 years. 

= . 7 

The G. W. Dodge Shoe Co., Man- 
chester, N. H., has announced that 
Francis A. Curit has returned to his 
former position at the company store 
after serving with the American troops 
in Germany. 

*> + *# 

John L. Leopold, representing several 

leading shoe manufacturers in the Mid- 
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die West, has moved his offices from 
Detroit to Chicago. He has opened 
offices and showroom in the Security 
Building, Chicago. 

*> s+ * 

V. J. Coupe is the new shoe buyer at 
William Taylor & Son Co., Cleveland, 
O. Mr. Coupe came to the store from 
the Charles A. Stevens Co., Chicago, 
where he was associated for 18 years. 

. 7. ” 

I. Singer, shoe importer and exporter 
with headquarters in London, England, 
writes Boor AND SHOE RECORDER that 
he has had sad news from Budapest 
about his family. Three sisters and a 
brother have been killed. Mr. Singer 
is well known to the shoe trade in the 
United States. 

. . 7 

Hans Hoffman, who, prior to enter- 
ing the armed forces, was a member of 
the Sun Shoe Mfg. Co., organization of 
Chicago, has been discharged from the 
Army and has rejoined the company. 
He will cover St. Louis, the South, 
Southwest and the West Coast. 

* * * 


Lt. William J. Bainbridge, who be- 
fore entering the Army was manager 
of the Val J. Leone Co., Meadville, Pa., 
has been released from the Headquar- 
ters staff of Gen. Courtney H. Hodges’ 
First Army, and expects to be dis- 
charged shortly. He was twice award- 
ed the Bronze Star Medal for meritori- 





ous service with the 4th Division. He 
wears the European Theater Ribbon 
with the Arrowhead indicating that he 
was with the assault forces on D-Day, 
and five Battle Stars. Lt. Bainbridge 
intends to return to the shoe business 
in Meadville. 
* *> * 

George Chellew, who prior to his 
entry into the armed forces in April, 
1943, was employed by Klevan Bros. 
Shoe Store in Harrisburg, Pa., has re- 
turned to the shoe concern’s employ. 
Cpl. Chellew went overseas in October, 
1948, and was among the first to land 
on French soil on D-Day. In December 
of the same year he was reported miss- 
ing in action, and a month later word 
was received that he was a German 
prisoner-of-war. Liberated by advanc- 
ing armies, he was returned to this 
country and subsequently discharged. 

. > . 


Frank W. Walsh, for many years 
identified with the New England shoe 
industry as superintendent and fore- 
man, and Mrs. Walsh were tendered 
a party at the home of Executive Coun- 
cillor and Mrs. Joshua Studley in 
Rochester, N. H., on their 50th wed- 
ding anniversary recently. Mr. Walsh 
has been a member of the Maine Legis- 
lature and both he and Mrs. Walsh 
are prominent in fraternal organiza- 
tions. They reside in nearby South 
Lebanon, Me. 
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CHILDREN'S SHOES 








The C. A. Haines 
Health Shoe 





quality of C. A. Haines 
shoes in order to make 
more of them 


Because of the shortage of an » owe 
we regret we cannot supply all 

Haines shoes wanted by our y Sees. Hew 
ever, we are servicing all on @ fair aquetr 
basis to insure equal trent 7 
ment. 


i We look forward and are pre- 
{ paring for the time when we 










Crushed 
Goatskin 


SUPERIOR SHOE CO., Mfrs. 














508 S. Peoria St. Chicago 
Our Distributors 
: American Shee Ce., 8. Fret & Bre, Ce., 
; 251 W. Jeffersee St, 119-121 E. Columbia St., 
: Detreit Fort Wayne, Indiana 
Jayson Shoe Co. . . . Los Angeles, Cal. 
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WESTERN BOOTS 
or ore rs 29. 





APPROVED UTILITY STYLE 






2 SOLID COLOR 
e ALL BLACK or 
¢e ALL BROWN 
Solid Leather Soles 
Fancy Stitching 
Ne. 3824 Black 


No. 3825 Brown 
SIZES 6-12 
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Buy Victory Bonds 





Nathan Kaufman 


‘ NewakRK, N. J.—Nathan Kaufman of 

7 this city, proprietor of the shoe store 
at 69 Pacific Street, passed away re- 
cently. He served in the Quartermaster 
Corps during World War I. 
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Obituaries 





William T. Finks 

St. Louis, Mo.—William T. Finks, 
assistant general superintendent of 
Brown Shoe Company, died recently 
at his home, here. His death was 
caused by heart trouble. 
* Mr. Finks was one of the best known 
shoemakers in this district. For the 
past 33 years he has served as an 
executive in the production field, first 
as a foreman for Brown Shoe Com- 
pany, followed by a stretch of service 
with Boyd-Welsh Shoe Company, and 
later again becoming asociated with 
Brown. For many years he was in 
charge of Brown’s Salem, Illinois, plant. 

He is survived by his widow, Mrs. 
Margaret M. Finks, three sons, and two 
daughters. 





Rudolph G. H. Nordhoff 


SEATTLE, WAsH.—Co-founder of the 
Bon Marche, Rudolph G. H. Nordhoff, 
died at his home here, recently, at the 
age of 92. He had been actively con- 
nected with the management of the 
store until it was sold by the Nordhoffs 
several years ago. 

Born in Friesoythe, Germany, Mr. 
Nordhoff came to the United States 
when he was 17 years old, beginning his 
business career as a clerk in a Buffalo, 
N. Y., general store. Eleven years later, 
he and his brother, Edward, who had 
followed him to America, together 
opened a store of their own in Buffalo. 

Edward was the first of the two 
brothers to come to Seattle. With his 
savings he established the Bon Marche. 
Rudolph followed in 1899; planning to 
go into partnership with him in opera- 
tion of the growing Bon Marche, but 
while he was en route West Edward 
died. 

Upon his arrival in Seattle, Rudolph 
joined Edward’s widow in operation of 
the Bon Marche and remained for many 
years. Later his son, Rudolph, Jr., was 
associated with him. He leaves three 
daughters, nine grandchildren and ten 
great-grandchildren. 


George McLaughlin 


CINCINNATI, OHIO— Cincinnati 
leather circles learned with regret of 
the death of George McLaughlin, for- 
mer director of the Tanners’ Council 
Laboratory at University of Cincinnati, 
who died recently in Racine, Wis. 

Mr. McLaughlin, 58, came to Cincin- 
nati in 1919 to work in the chemical 
laboratory of University of Cincinnati 
after a long period of service as chief 
chemist for a commercial leather tan- 
ning firm in California. After two 
years at the U. C. laboratory, he was 
named director of the Tanners’ Council 
Laboratory, then in New York. Instead 


of going to New York, Mr. McLaughiip 
induced the Tanners’ Council to estab. 
lish its laboratory in Cincinnati, anj 
subsequently a $100,000 building wa; 
erected on the U. C. campus. 

Mr. McLaughlin’s work in the Tap. 
ners’ Laboratory resulted in many ney 
developments in the tanning industry 
and won for him an honorary master 
of science degree from University of 
Cincinnati. He left the Tanners’ Coup. 
cil in 1931 to accept the directorship of 
the Elsendrath Memorial Laboratory, 
Racine, Wis., where he continued his 
research work. 

Dr. Fred O’Flaherty, one of Mr. Me. 
Laughlin’s staff at University of Cin. 
cinnati, succeeded him. 

He leaves his widow, Mrs. Emilie Me. 
Laughlin. 


Sid Armstrong 


CHICAGO, ILL.—Sid Armstrong, well- 
known representative in metropolitan 
Chicago of Brown Shoe Company, St. 
Louis, died recently. He was 50 years 
of age. He is survived by his widow 
and two daughters. 





John Lindsay 


ScHENECTADY, N. Y.—John Lindsay, 
77, of Amsterdam, N. Y., formerly in 
partnership in this city in the shoe 
business with his brother, James Lind- 
say, died recently in Amsterdam City 
Hospital, from a heart ailment. 

He was born in Ireland and came to 
this country when he was 13 years old, 
going directly to Amsterdam. In 1902 
he established a shoe business in 
Amsterdam and later formed the part- 
nership with his brother. For several 
years they operated a chain of shoe 
stores in this city, Amsterdam and 
Gloversville, but dissolved the partner- 
ship in 1922. Since that time the 
Amsterdam man’s son, Lauren S. Lind- 
say, had been a partner in the business 
which they continued to conduct in 
Amsterdam. 

Besides his widow, and his son, he 
leaves a daughter, one brother, three 
sisters, and several nieces and nephews 





George J. Albers 


CINCINNATI, O.—George J. Albere 
70, shoe salesman at John Schwarz’s, 
here, died recently. Mr. Albers had 
suffered a heart attack at his home. 

He was a lifelong resident of Greater 
Cincinnati. A shoe salesman for more 
than 50 years, he was associated with 
the Schwarz concern for the past 15 
years. He was a member of the Cincin- 
nati Shoe Men’s Camp and the Knights 
of Columbus. 

He leaves his widow, two sons and 
two grandchildren. 
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Tops in taps—Prima professional all-leather 
deluxe Theo Tap Ties 
economy grade 
patented Feather-flex process. Crystal Tone 
taps included with each pair. Misses sizes 
12 to 3, women’s sizes 344 to 9, medium 
width only. Available in black patent or 
== séwhiite_kidskin. 


O., 166 N. Third St., Columbus, Ohio 


.. $2.90; student 
$2.40. Pre-flexed by the 











Guild House Opens in Boston 


jn apparel and kindred items increased 
rom 40 to 60 per cent, and that new 
sounts to the store were increased 
ithin the opening period of the first 
onth. 


As I. Miller studied why better shoes 
4d accessories sell, they were im- 
essed with the fact that the greatest 
ingle motivating influence for buying 
w shoes is to complement what the 
oman has bought or will buy in ap- 
The minor reason is that the 
previous wardrobe she owned has worn 
ut. Therefore, Mr. Grossmann stated, 
Why not, in the stores of apparel, 
ing shoe departments to more con- 
nient locations and as close as pos- 
ible to apparel? And wherever pos- 
ible, to bring better shoes adjacent to 
convenient to better apparel.” 


Experiments made in department and 
pecialty stores, where better apparel 
nd shoes have been brought closer to- 

her, the increases have been tre- 
mendous and endorse the fact that 
uch close association is-a prime need 
or distribution of better merchandise 
lor the future. Alternate tests have 
so been made with popular price shoe 
ivisions, bringing them close to simi- 

grades in apparel—and in one par- 
itular operation, Mr. Grossmann 


aims, a previous volume revolving 


bund $6.95 shoes was increased from 

40,000 to $400,000 within the same 

wre and with the same basic invest- 
t in space. 


There is a substantial market that 
purchase better shoes for reasons 
economy, as well as for fashion and 
And this market is comprised of 


housands of women in each community 


M0 purchase an average of 1% pairs 
shees a year—who want the most for 
ir money and the best selection from 
ich to choose. This class of customer 
be attracted to the store or depart- 
it that specializes and offers the best 
ion and the most modern service. 


ber |, 1945 


[CONTINUED FROM PAGE 92] 


Another important point is that there 
is a difference in thinking between con- 
sumer and retailer with regard to the 
opportunity of selling shoes retailing 
from $12.95 up. A pair of shoes that 
retails at $13.00 is a high priced article 
to the shoe merchant rather than to the 
consumer. The shoe man claims it is 
twice as expensive as a shoe that re- 
tails at $6.50. To the consumer, how- 
ever, it is a minor dollar investment 
as compared with apparel—for in ap- 
parel at $13.00, she purchases a low 
price article of low quality standard. 
And, especially in stores that cater to 
charge account service, the expenditure 
of $13.00 to $15.00 isn’t a hardship to 
the average customer. 


That is one reason why, in the sur- 
vey made by the I. Miller company dur- 
ing the past years—and substantiated 
by other market research organizations 
—it is found that shoes retailing from 
$12.95 upwards are purchased up to 
74 per cent by the women that come 
from households of total income of $3,- 
500 a year or less. 





Straus Back with 
Wohl Shoe Co. 


St. Louis.—Jay D. Straus has been 
appointed sales director of the Whole- 
sale Division of Wohl Shoe Company. 

Mr. Straus steps into this position 
with a background of experience in all 
distributive phases of the shoe business. 
With Wohl Shoe Company for the past 
13 years, he started in the stock depart- 
ment, then moved to the sales, travel- 
ing Arizona and New Mexico for three 
years. Returning to the home office, he 
worked in the merchandising of both 
the Retail and Wholesale Divisions. 
After a two-year stretch in the Army 
Air Corps, he came back to the Wohl 
organization, where he returned to his 














NEW BRANNOCK 


Scientific heel-to-ball, heel-to-toe 
and width measurements instantly 
made with the new and better 
BRANNOCK DEVICE. Univer- 
sally used, in majority of American 
shoe stores,—by Army and Navy 
shoe fitters—and in global service. 


Adult Model for men and 
| women $15.00 


Junior Model for children $12.50 


Available at special cooperative 
price if ordered through certain 
shoe manufacturers —for this list 
and full details write to..... 


THE BRANNOCK DEVICE CO. 


SYRACUSE 2. NEW YORK 








former duties in the merchandising end, 
up to the time of his new appointment. 





Use Pencils and Tablets 
For School Atmosphere 


SoutH BEND, IND.—Berland’s Shoe 
Store made effective use of pencil tab- 
lets to increase the school atmosphere 
for their window display of footwear 
for boys and girls. Each shoe or com- 
plete pair on display, was placed on 
an opened tablet with the pencil lean- 
ing on the tablet and pointing to the 
one-word or two-word description of 
that shoe or pair. 
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SALESMEN WANTED 


SALESMEN WANTED 








TEXAS REPRESENTATIVE 
wanted by 


GOLO SLIPPER COMPANY, INC. 
129 Duane St., New York City 
SEE S. L. ASCH, at DALLAS SHOW 
on November 12th 


ADDRESS BOX 790, CARE BOOT & SHOE RECORDER 
100 EAST 42ND STREET, NEW YORK, N. Y. 








NATIONALLY KNOWN 
MANUFACTURER 


of non-rationed ballet casuals and 
complete line of dance footwear, re- 
quiring more concentrated distribution, 
wants established salesmen traveling 
following cities and surrounding terri- 
tories: 


Boston, Mass. New Orleans, La. 
Raleigh, N. C. El Paso, Tex. 
Chicago, Ill. Denver, Colo. 


Kansas City, Mo. Los Angeles, Calif. 
Bismarck, N.D. San Francisco, Calif. 
Include full particulars covering expe- 


rience, lines now carried and territory 
sow covered. 


Address: Box #799, care of Boot and Shoe 
Recorder, 1221 Locust Street, St. Louis 3, 
Missouri. 











NE of COUNTRY’S LARGEST AND 

BEST KNOWN LEATHER SOLE SLIP- 
PER MANUFACTURERS organizing sales 
force covering all territories. If you can sell 
solid cases at volume prices to only the best 
rated accounts this connection will pay you 
well. State exact cities and states 
past experience, and present Lines carried: 
reference; age; and recent photo. Duplicate 
invoices mailed daily and commissions paid 
twice monthly. Address #763, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





SALESMAN WANTED FOR MEDIUM 

PRICED Line of Ladies Playshoes and Slip- 
pers, traveling in New England States. Ad- 
dress #782, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





ALESMAN TRAVELING IN SOUTH- 

EASTERN STATES wanted for reliable 
establishment of Women’s Playshoes and Slip- 
pers. Address #781, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 








WANTED BY ESTABLISHED 
BOSTON WHOLESALER 


Man to travel Georgia and Alabama. 
We carry a complete line of Women’s 
Play, Dress and Sport Shoes and have 
a good following in these two States. 
Also interested in men to cover other 
Southern States. Commission basis. 
Line now available. 

Address Box #B-788, BOOT & SHOE RECORDER 

10 High Street, Boston 10, Mass. 








THREE SALESMEN 


with headquarters in Minneapolis, Denver 

and St. Louis to represent nationally adver- 

tised moarufccturer's line of Women's high 

grade dress and casual footwear. 

Address 791, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 








WELL KNOWN WHOLESALE 
ESTABLISHMENT 


ee a 4 line of spe bat new 
- and novelties. ye <i . 
IDEAL SHOE COMPANY 
Cor. Fourth and Arch Streets 
PHILADELPHIA 6, PA. 











W ANTED: SALESMAN covering the Shoe 
manufacturing and Shoe Findings trade to 
sell our products on a commission basis. Mid- 
West and New England territory open. Ad- 
dress #803, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





RRITORIES OPEN FOR SALESMEN 
AND DISTRIBUTORS of a new $1.00 item 
that is getting unusual reorders wh¢re prop- 
erly sold and promoted, known as TREDS, 
give full details about yourself. Shoe Depart- 
ments investigate this item. Write: WARREN 
G. HENRY, 5035 Washington Blvd., Chicago, 
Til. 





SALESMEN WANTED 











(c 
ees vou to represent an 5 Soa 
lished wholesaler carrying a complete 
of Men’s, Women’s, Children’s Slippers, wal “t 
shoes and Sandals for Ohio, Indiana, ¥j wear. 
sota, Wisconsin, Louisiana. Address $793, followin 
Boot & Shoe Recorder, 100 East 42nd § Saperi 
New York 17, N. Y. compl 
LEADING DISTRIBUTOR desires Forem 
tation in Kentucky and Tennessee; St Forem 
and surrounding territory; Pittsburgh te, forem 
Large in-stock line of Women’s popular-pr pertm 
arches, sport oxfords, — soe play 
Address #792, care Boot & S Recorder, Ts Is 
East 42nd Street, New York 1. N. Y. eaperien 
sociated 
ALESMEN—now traveling Southern ~ 
Middle Western territories, to carry in ae. 4 
side line of Slippers, Casuals and Moca confiden 
Commission basis. Address #789. care : 
& Shoe Recorder, 100 East 42nd Street, Address: 
York 17, N. Y. me | 








SALESMAN, SOUTHERN STATES, 
fer established line of medium price 
shoes and Slippers, California Process. A 
#783, care Boot & Shoe Recorder, 100 
> 











42nd Street, New York 17, N for N 
Seuffs, 
SIDE LINE SALESMAN WT 
Box 291 
























EXPERIENCED SALESMAN WAW 
TO CARRY AS SIDELINE throug 
Southeast, Midwest, including Michigan, 
Illinois, Ohio and Pennsylvania, popular 
Ladies’, Men’s, and Children Playshoes, 
dals and House Slippers. Give full 
Commission basis only. Address #797, 
Boot & Shoe Recorder, 100 East 42nd 

New York 17, N. Y. 





SIDELINE SALESMAN WANTED to a 
our Line of Slippers and Shoes. 
#787, care Boot & Shoe Recorder, 100 
42nd Street, New York 17, N. Y. 


POSITIONS WANTED 


RELIBI- .-E SHOE AND LUGGAGE MJ 
25 years’ experience in merchan 

managing and buying Men’s, Women’s 
Children’s Shoe#, wishes to make a change. 
locate anywhere if proposition is trac 
Address #801, care Boot & Shoe Recorder, 
East 42nd Street, New York 17, N. Y. 


rere 


7 











RETAIL SHOEMAN—MANAGER exs 
ence 20 years, in and private 
Stores; at present managing the same 
the past ten years in the Middle West. 
prefer to go East. Best references. At 
#785, care Boot & Shoe Recorder, 100 
42nd Street, New York 17, N. Y. 





MEN'S RETAIL SHOE SPECIALIST, 
years of age—-20 years’ diversified ex 
ence in Men’s Retail Shoe Field as Di 
Man, Stylist, Salesman, Manager, and 
sonnel. Making per t residence in 
Angeles November 15th. Desirous associat 
myself with organization where qualificat 
could be recognized as an asset in any capac Men’ 
Address #780, care Boot & Shoe Recorder, > 
East 42nd Street, New York 17, N. Y. 








The rate for 
tor onan n. 





advertising lar adv 





Undispiayed classified advertisin 
en a box number is d 


CLASSIFIED ADVERTISING RATES 


is 10 cents a word under any of our classified headings. Minimum rate is $1.80 
red, addressed to any of our offices, 12 words must be added for this and charged 

t the word rate. If advertiser’s own name and address is used. count each word (street number is one word) at word rate. 
Classified gotten A is payable in advance. Send ee or money order with your copy. No accounts are opened for classified 
ertisers on contr 
The rate for all Ghoptayed’ or boxed in classified Saeerdisements is $7.00 an inch with a maximum of 46 words per inch. 


= Advertisements for this page must be in our New York Office 10 days preceding publication date. un 


= 
~ 
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~~ HELP WANTED 


LINE WANTED 


HELP AVAILABLE 






















SUPERINTENDENT AND 
3 DEPARTMENT FOREMEN 


For new Slip Lasting 
(California Process) Factory. 

i N i 
gy 
Wo! ion of Women's Casual Foot- 
wor. We are seeking capable men for the 
following positions: 


feperintendent—to be in charge of 
operation. 


foreman of Cutting Department; 
foreman of Fitting Department; 
foreman of Lasting and Making De- 
a ged and ave Wied, to: become ome ov 
sociated a ressive oan expand 
erganization. 





a... all particulars, inci 

, experience, loyment, 
4 rn replies will R— #,- strictest 
confidence. 


Address: Box #768, BOOT & SHOE RECORDER 
200 South State Street, Chicago 4, Iilineis 
















SHOE FOREMAN 

for New York City Medium Sized 
Rubber Plant. Capable designing 
Seuffs, Beach and Play Shoes. Give 
complete history of past experience. 


1, N.Y. 





WOMEN’S SHOES for Louisiana and 

by salesman who has covered terri- 

tory for twenty years. Only reliable line con- 
sidered. Address #786, care Boot & Shoe 
seender, 100 East 42nd Street, New York 17, 


WANTED: POPULAR PRICED LINE OF 
A 





MANUFACTURERS’ ATTENTION! 
WE CAN GIVE YOU WEST 
COAST REPRESENTATION 


Two hustling live wires with permanent sales- 

room in the heart of downtown Los Angeles 

want a strong line of Women's or Children's 

Novelty Shoes for better trade —_ S 

twenty yeors' experience in shoe iness. 

Can furnish A-| trade and bank references. 
if You Have the Line .. . 


WE'LL SPREAD IT OVER THE COAST 
Give all details in letter 
K. B. C.. ROOM 836 
707 Se. Broadway, Les Angeles 14, Cal. 














BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY: Complete in- 

structions on the preserving of Baby Shoe 
for Book Ends and Mantle Pieces. Opportunity 
unlimited. Exclusive rights. Complete course 
$10.00. M. E. WATSON, Bellefontaine, Ohio. 











fox 291, Realservice, 110 West 34th Street 
New York 1, 











LINE WANTED 


















EW YORK MERCHANDISE BROKER- 
AGE OFFICE serving over 536 Depart- 
Dry , Chain and Specialty Stores 
several Leather and Rubber Footwear 
mes on commission basis. Write: CONAR 
SO TES, INC., 450 7th Avenue, New 
ok 1, New York. 





FOREMOST SHOE EXPORTER 
and Resident Buyer for Puerto Rico, excellent 
feferences, with own best rated clientele, 
wishes exclusive manufacturer's Lines. If you 
ate interested in a large volume of export 
business Address: 

Su 004, care of BOOT AND SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


EXPORT TO CZECHOSLOVAKIA: 


Firms manufacturing materials for 
Shoemaking, such as Leathers for up- 
per parts of Shoes; Leathers for Shoe- 
linings; Machines for Shoemaking or 
Tools; Special Sticking Materials; Rub- 
ber for Soles; Chemicals A. S. O. or 
anything that is necessary for Shoe- 
making, and wish to export and to 
establish their agency in Czechoslo- 
vakia, get in touch with MR. CARL.- 
TON SWIGGETT, 23 Allen Street, San 
Juan, Porto Rico, acting as mediator. 
Mr. Swiggett will give you all partic- 
ulars of a Czechoslovakian House of 
shoe manufacturers service. 




















UFACTURERS—WHOLESALERS 

I can sell, 

is a thing I do well. 

it is a good line 

drop me a line. 

here is one city to cover, 

New York—and no other. 

ress #798, care Boot & Shoe Recorder, 
East 42nd Street, New York 17, N .Y. 





WIN WEBBER WANTS 
Factory Lines Only 


Men's and Boys' Leather Slippers, 
leather Mules, Camp Moccasins, Bowl- 
ing, Gym. and Boys’ Shoes. 

14 East 28th Street, New York, N. Y. 


| 








YOUNG LIVE WIRE SALESMAN with ex- 
ttllent sales record and strong following 
among Men’s, Women’s and Children’s buyers 
a East is opening an office in the Mar- 
Wridge Building and is desirous of obtaining 
factory L Boot & 


=. So 









LAKE WALES, FLA., wants Shoe Manu- 
facturer to use hides tanned in State and 
at local tannery, to sellgn Florida only. 
Write CHAMBER OF COMMERCE. 


Address 795, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 








HELP AVAILABLE 


Shoe Stitching Plant in A-1 Con- 
dition, located in Haverhill, Mass. 
due to cancellation of war or- 
ders, has facilities for stitching 
all kinds of shoes. Our labor is 
expert at shoe work, particularly 
for Casual type footwear. Would 
like to affiliate with any reliable 
manufacturer who desires ex- 
pansion where we could be in- 
terested in the firm. A perfect 
set-up for California manufac- 
turer desiring Eastern expansion. 
Modern, daylight factory, all ce- 
ment construction, amply pro- 
vided with stitching machines; 
approximately 25,000 square feet 
floor space. Trained executives 
and managers, with many years’ 
experience in shoe industry. Call 
or write: MR. ARTHUR ARAKE- 
LIAN, The Arakelian Company, 
104 Essex Street, Haverhill, Mass. 








MERCHANTS NEEDS 








SIZED ORDER BOOKS 
ORDERS - 100 - DUPLICATES 
75¢ each 
Send for samples 


CLYDE BENNETT 


P. ©. BOX 1065 LANSING 4, MICH. 
























WANTED TO PURCHASE 


W ANTED: Quarmby and Hilliker-Beam Cut- 
ting Machine. State price and location. 
Address #802, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


ANTED TO BUY going Ladies’ Shoe Store 

in good size Southern City. Willing to pay 
cash. Address #800, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 














DEPT. FOR LEASE 





WANTED: MEDIUM PRICED LADY’S 
OR FAMILY SHOE STORE in New York 
or Los Angeles. Give complete details. Ad- 
dress #796, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








SHOE 


A REAL OPPORTUNITY 
IN NEW YORK CITY 


If you are a successful retailer, 
of popular priced ladies’ and chil- 
dren’s shoes, we have a large de- 
partment for rent, in a large ready- 
to-wear store doing a volume of 
over $1,000,000; located on l4th 
St. Write Box 374, Cromwell Ad- 
vertising Agency, Inc., 122 E. 42nd 
&. & Waa 











WE BUY 

SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 

FOR CASH AND RATION CURRENCY 


SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobe” 
89 READE STREET 
New York City 
Phone BARCLAY 17-7887 

















FOR SALE 





WANTED TO PURCHASE 


WANTED TO PURCHAS 











SHOE FACTORY 
FOR SALE 


Complete Stitching Room with 
as many machines as desired, 
all set up and running. Factory 
consists of 10,000 square feet 
floor space. Ideal for any type 
shoes. Factory all wired and 
with best of facilities. Factory 
in Haverhill, Mass., with plenty 
of shoe workers. 


Address 794, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








FOR SALE 


About 4,000 feet Dyed Electrified Shear- 
ling, Red, Pink, Royal Blue, and Natural, 
International Footwear Co., Inc. 


200 Kosciusko St., Brooklyn 16, New York 
MAIN 2-8651 














CONTRACT STITCHING 


~ CONTRACT 
STITCHING 


WANTED 


Reconverted War Plant wants 
contract stitching on any type 
of shoes. Factory previous to 
the war did Contract Stitching 
on Shoes of all types for 10 
years. 


ARAKELIAN COMPANY 


104 Essex St. Haverhill, Mass. 
Tel. 5547 
4 4 


New Department Layout 
Improves Service 

DULUTH, MINN.—Two importznt im- 
provements have been effected by the 
new layout of the shoe department of 
the Edw. F. Wahl Co., here; it has one- 
third more room than formerly; cus- 
tomers have more privacy in the selec- 
tion of shoes, yet the shoe section is still 
prominent. 

Located on the street floor, the shoe 
section was moved further back and 
widened, thus bringing it adjacent to 
elevators and so in a heavy traffic area. 
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CASH PAID FOR 
SHOE STORES 
CLOSE ouTS. S. JOB LOTS 


SHORT LEA 
B. SABIN 
98 DUANE ST. NEW YORK 7, N.Y. 
Telephone WOrth 2-2515 











SELL YOUR JOB LOT 
SAM CAMITTA & SONS 


95 Reade St., New York 13, N.¥, 


FOREMOST SHOE BUYERS SINCE iq 
COrtiandt 7-6378-8 














YOUR NAME PROTECTED . 


1215 Washington Avenue—St. Louis, Mo. 





TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 
convert into cash and ration currency 

. WRITE — 

SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 


WIRE OR PHONE 


Central 4899 





WE BUY 


SHOE STORES 


FOR CASH 
SARS & CEASAR 


Philadelphia, Pc 
ba MARket 1666 


BARIS BUYS 


Quality Shoes for Men, 
Women and Chiidren 


FOR CASH. 
BARIS SHOE CO., Inc 
Worth 2-5180-1 
79-81 Reade St., New York 7, N. Y. 














Counter cases are placed along one 
full side of the department. Shoes are 
displayed by types rather than brands, 
although nationally advertised lines 
are carried and their names given 
prominence. 

“We place the emphasis on types,” 
says Elmer H. Olson, buyer and depart- 
ment head, “as this simplifies both our 
buying and our selling. We emphasize 
three definite types—the sport shoe, the 
casual street shoe and the dress shoe, 
all rationed shoes of national brands. 
We build our stocks around these types 
and urge our customers to buy so that 
they may havegshoes of each kind for 
wear in order both to be comfortable 
and to be suitably dressed. We also 
instruct our customers in the care of 
shoes, suggesting to them polishes, 
dressings, laces and the other acces- 
sories that make for good care. which 
we display prominently. Results show 
that we have definitely increased our 
sales by this program.” 

In arranging the department four 
sections of seats were laid out. As there 
are four salespersons in the depart- 
ment, each is responsible for one of the 
sections. It is easier for each sales- 
person to see that a certain group is 
waited on in turn than to watch a 
whole department. 

Special attention is given to young 
people to educate them to buy the 
proper shoes for their activities. . It is 
felt that each young person who learns 
the comfort and the longer wear that 
properly selected shoes give is in line 
to be a longtime customer. 








SELL YOUR SURPLUS STOCKS 
to 


KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stccks of shoes ins 
retailers, jobbers and ‘turers. 
Visit our new 


108-110 Duane Street, New Yor 
Phone: WOrth 2-5377 and 5878 and 587 


WE WILL BUY FOR 


CASH 


RETA SHOE STORES 
AND PAY HIGHEST PRICES 
CAMITTA SHOE COMPAN}1 
120 N. 4th St., Philadeiphia, 
Phone Lombard 








Purchases Shoe Store 
Building 

TOPEKA, KANSAS.—The Evans § 
Repair and Luggage Shop, which 
owned by W. E. Whetstone, Top 
recently purchased the building at 
Kansas Avenue, now occupied by 
Seely Shoe Store, according to repe 


aU: RTISING 
IDERS CTT ALU 
—here's how to get 


More Business! 


HE Vincent Edwards Idea Clipping 

Service has over 2,000 satisfied users. 

Each order filled one to what 
you want; wholesalers usually request 
best retail ads; manufacturers usually” 
want ads of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex | 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 





VINCENT EDWARDS & CO. 
World’s Largest Advertising Service Organization 
342 Madison Ave., New York City 
Please tell me more about your nowk 


paper ad clipping service and special 
short term trial offer. 








Boot and Shoe Reco 





